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HOW NOT TO CUT 
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INFORMATION 


How do your 
appliance sales 
stack up ? 


SINCE 1931 





in the hole 


All of Anchor's cards are on the table. You get no 


double-dealing because our only business is in serving you, 


LPG men. The ace in the hole is for you . . . millions of gallons 


of underground storage to assure you of the supplies you 
need during the peak demands. Our other trump cards are: 
Huge fleet of tank cars, nationwide service offices, 
complete customer services and the finest laboratory- 
controlled ~Butane and Propane. Deal yourself a pat 
hand by calling Anchor about a contract, 

Tulsa, CHerry 2-7261. 


PETROLEUM COMPANY 
TULSA, OKLAHOMA 


SALES OFFICES: Toledo, Sioux City, 
St. Paul, Shreveport, Hattiesburg, 
Gulfport, Savannah, Oklahoma City, 
Houston, Midland, Long Beach, 

San Francisco, Seattle, Calgary 





on the up and up 


MODEL PC-420A: Compact, streamlined for a trim 


appearance wherever used 


.--and on the level 


MODEL 420H: Low profile is effective where large con- 
sumer loads are being developed. 


It’s Hackney big cylinders for big savings 


Lightweight yet durable, Hackney LP-Gas cylinders are 


easy to handle, easy to look at, economical to use 


It's Hackney’s precision manufacturing that does it 
First, (wo seamless shells are produced by a unique cold 
drawing process that assures uniform wall thickness 
Then these shells get a positively controlled heat treat 
ment both before and after the single, X-ray controlled 
veld All stresses are removed to assure a really strong 


cylinder 


Rigid inspection. All along the production line Hackney 


cylinders are carefully inspected Each cylinder is thor 
then coated for protection against the 
ying with IC¢ 


Hackney’s own quality 


oughly cleaned 


regulations, every 


clements. Beside com{ 


Hackney cylinder must achieve 


standards 


Choose the size best for you. These Hackney big fellows 


are available in vertical models from 150- to 420 pound 
capacities, in horizontal models from 200- to 420-pound 
capacities. Write for details on these modern money 


saving cylinders 


Manufacturer of Hackney Products 


1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in all principal cities 
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Mr. Schultz checks a new Rockwell meter 
installation prior to starting service, 


"Meters are a must to build the house-heating market” 





says J. V. Schultz, Manager Lawrenceville, Ill. Branch 


PEER-O-PANE GAS CO. 


“e 


We feel that meters are essential for increasing 
today’s LP-gas sales and for insuring continued 
growth in the future,” says J. V. Schultz. 

“Many companies have reached a_ near- 
saturation point with water heating and cook- 
ing service. The future lies in house-heating. 
However, many families who want LP-gas 
heating find the cost of investing in bulk tanks 
and buying fuel in bulk is too much of a strain 
on the budget. Meters, plus a low cost installa- 
tion charge, solved this obstacle for us,’’ Mr. 
Schultz reports. 

“Our low installation price of $50.00, and 
the advantage of paying for gas as you go has 
made the use of bulk tanks practical and popu- 
lar in the areas we serve. In spite of the initial 
investment in tanks, regulators and meters we 
anticipate a fast payout. Our customers read 
their own meters on company-supplied cards, 


and truck drivers make routine spot check 
readings of meters,’ Mr. Schultz explained. 
‘*This system of customer meter reading largely 
eliminates the need for additional labor,” he 
concluded. 

Peer-O-Pane started its tank-meter installa- 
tion plan in May, 1955. Accurate and durable 
Rockwell aluminum meters are part and parcel 
to the success of this operation. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago 
Dallas Denver Houston LosAngeles Midland, Tex. 
New Orleans New York WN. KansasCity Philadelphia 
Pittsburgh San Francisco Seattle Shreveport Tulsa 
In Canada: Rockwell Manufacturing Company of Canada, 
Ltd., Toronto, Ontario 


ROCKWELL LP-GAS VAPOR METERS 
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“There is hardly anything in the world that 
some man cannot make a little worse and sell 
a little cheaper and the people who consider 


price only are this man’s lawful prey.” 


Joun Ruskin 


Here’s Why... 


PRICES 


“.,. lawful prey” sounds as though Mr. Ruskin 
knew the LP-Gas Industry where interior 
equipment so often is priced at whatever the 
unwary will pay. RegO may occasionally be a 
few pennies higher on certain items because 
RegO prices are honest tor unquestioned top 
quality in a field where dependability is the 
number one need. Be wary of the phrase“. . . as 
good as RegO, but cheaper.” 


Actually, making mediocre equipment is a 
lot easier than making top quality equipment 
But the few cents of savings this represents 
can't begin to pay you for even one service 
call, let alone a whole series of call-backs. 


There's only one reason why RegO is the 
world’s largest LP-Gas equipment manutac- 
turer. That's because RegO reliability has 
been, and is, your best investment — by far! 
Competitive prices have been the result — 
rather than the objective. 


In the more than 30 years since RegO built 
the first spec ialized LP-Gas controls, RegO has 
stayed at the top by meeting your every need 
completely and economically. Through con- 
tinuous research, constant progress in both de- 
sign and production, and 100°%% testing of fin- 
ished products (not —. testing), RegO 
saves time and money for you — brings you 
satisfied customers. 


. a little worse,”” Mr. Ruskin? In LP-Gas 
equipment, that can mean copying exterior 
appearances but skimping inside to save a few 
pennies. It can mean substitute materials. It 
can mean less than 100% performance testing. 
And it must mean following —not leading — 
in true service to the LP-Gas Industry. 


RegO never is outsold on quality or on 
honest value, and it’s value —not first cost — 
that counts, That has been our policy always, 
and we won't change it now or ever. 


DO YOU KNOW 
it will pay you 
dividends to join! 
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MEAN LOWER COSTS TO YOU 


COC HHCR EE HHR EEE ee SOCCER Eee 


You and your customers are well served by 7 as the fir 

RegO controls like this 2503 low pressure inits for the LP-Ga 
regulator—a lineal descendent of the RegO n RegO makes Multi 
regulator which was the first in the industry like this No. 2594 
specifically designed for LP-Gas, The body i in safety feat 
and bonnet could be made a little cheaper back check in the fi 
than with the die cast aluminum which vay, even if the up; 
RegO uses. A little more could be saved with ed from closing, or 
less meticulous adjustment, 100% perform moved. thers 


is ne 
ance testing could be reduced to “sampling dangerous liquid 


inspection for leaks, and that would save a ok check 


few pennies. But where would it leave you, 
if the one that leaked or didn’t work right 
was not inspected and you got it? 


Rego and Multivaive are registered trade marks of the Bastian-Blessing Company 


BASTIAN-BLESSING Jaina 
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Safety with no secondary hazard was 
the reason RegO developed the first 
spring loaded relief valves for LP-Gas 
lo he effective, these require Springs 
wound to close tolerances and then ad 
justed to the exact start-to-discharge 
setting. It takes the sort of 100% pro 
duction testing that RegO does in 
order to know that every valve will 
function exactly as marked 


* Chicago 30, Illinois 





OO Gas Heating 


... for vine-covered cottage 


enn oe 


eee 


‘er 
“| la 
Ma || 


me nv a _ 


0 i) 7 


Youll make more heating sales with the 
PEMCO line 


a quality unit to sell for every heating 


because TEMCO gives you 


problem. For your budget Customers, the 
PieMCO Floor Furnace delivers all the au 
tomatic convenience of the most expen 
sive heating systems, at a cost within the 
reach of almost any purse 

And for the deluxe jobs, there is a com 
plete range of TEMCO Forced-Air Fur- 
naces . with combination TEMCO Air 


Conditioning available 


a Rele) Maat i. 7 ve : 


soth give you and your customers the 
protection of TEMCO’s exclusive Ceramic- 
Clad* 
enamel finish so good that TEMCO Heat 


a high-temperature porcelain 


kxchangers are warranted for 20 years! 
TEMCO Ceramic-Clad heat exchangers 
never burn out, never rust out, and elimi- 
nate the danger of corrosion from conden- 
sation that always accompanies summer 
cooling. 

You'll sell more, because you'll have 
more to sell, when you turn to TEMCO. 


*Trademark Registered 
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or 10-room showplace 

















HI-BOY FURNACE WITH 
COMBINATION AIR-CONDITIONING 


On 
2” % 


LP \h]) GAS 


¢ 
Ounc’™ 


TEMCO, Talom 


NASHVILLE 9, TENNESSEE 


Gras Healing Specialisla for the Melton’ 


Ia uy 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS «+ FLOOR FURNACES + WALL HEATERS +« UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 


TEMCO, Inc., Dept. C-131 


Nashville 9, Tenn 


Yes! Send me the complete TEMCO story 
Name 

Firm Name 

Address 


City Zone State 
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ACTUAL SIZE 


A ROBERTSHAW-GRAYSON SPACE HEATER 


CONTROL FOR EVERY SPECIFICATION... 


: 
rT 


. Ss 
oo 

f ‘Ne UNITROL 

; 2 - 110S 


Ve” 


> 


a low cost, automatic, thermostati- 
cally controlled, “Cold Air Return’ con 
trol for gas-fired floor furnaces, wall 
heaters and console heaters features 
the safety and dependability of an auto 


matic, 100% shut-off safety pilot 


recessed wall 


competitive forced 





Now for the first time, ROBERTSHAW- 
GRAYSON announces a new manual 
control, the TSC-110...a low cost 
manual control for low cost, low 
capacity gas-fired space heaters. 
Switch your production to the new 
ROBERTSHAW-GRAYSON TSC-110 and 
you'll cut assembly line costs... gain 
added safety and dependability! The 
new TSC-110 installs easily, quickly, 
at low cost... requires a minimum 
of service on the job! Look at 
these features! 


« Metal stop prevents accidental 


shut-off of pilot 
e Standardized manifold piping cuts 
inventory expense 
¢ 100% automatic shut-off of both 
pilot and main burner 


* EXCLUSIVE —can be ordered with 
or without dust & gum filter 


To find out more about 


< A/RRITE 


the new ROBERTSHAW-GRAYSON Manual TSC-110, 


ision today! 
+ 


contact Grayson Controls Dir 


Robertshaw Fulton 


CONTROLS COMPANY 


GRAYSON CONTROLS DIVISION 
LONG BEACH, CALIFORNIA 
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Letters = 


Formula for calculating 
orifice sizes 
Florida 
We would appreciate 
being advised the orifice size for a 
600,000 Btu burner designed to op- 
erate at 4 in. 


sincerely 


water column. Our 
gas is a mixture of 70 per cent 
butane—30 per cent propane, with 
a specific gravity of .550. 

Our burners normally operate at 
11 in. 
asked to get this information for 
our customer. Also advise if there 


water column, but we were 


would be any advantage to using 
1 to 8 in. water column rather than 
11 in 


G.F.C 


Ge ie rally, appliance burne Ts Uus- 
ing straight L.P. gas vapors are 
designed and constructed to use the 
vapors at 11 in. w.c. pressure, Ap 

tested with 


the burners adjusted for 11 in. w.e 


proved appliances are 


pressure and without further ad 


justment the appliances are again 
tested at pressures of 8 and 13 in 
wc. and are expected to perform 
correctly. 

However, the burner which you 
customer has appears to be 
those 


found in the average appliance. If 


some 
what larger than normally 
your customer is converting a 
hurner built to use some other fuel 
to use on L.P. gas, it is 
mended that he obtain the 


facturer’s recommendations in thi 


recom 


manu 


matter. 

The formula for caleulating ori 
fice sizes can he found on page 194 
of the “Handbook Butane Propane 


Grase 4 Tt is: 


the quantity of gas in cubic 
feet per hour 

the gas pressure in inches 
of water 

the specific gravity the 
gas referred to air 
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1416 and d is the di 
Then dfora 


a constant which combines vhere 
coef 


cient with other constant circle with an area 


the orifice discharae ameter of the cirele 
1006 sq m 


very close to 23/64 


pertaining to the units em }58 in. which is 


inch or more eractiu a number — 


the in fwist drill Kd 


ploye d 
the area of 


square inches 


You advise the fuel you furnisi Je 
is 70 per cent butane and 30 per sa 
cent propane with the specific gra ie 
ity of the liquid .55 Note this 7 


the specific gravity of the liquid Causes of gas odors 


not the vapor. Also, there are small Georgia 
amounts of other hydrocarbon 


I have a problem that I would 


uch as ethane, pentane, etc., in the 


like to get some information on 


commercial mixture Oo that the 


» , note \ * magazine that you 
70-30 proportions are not exact I note in your magazine , TT 


give information on different 
jects. For 10 year | wi 

ellers of butane wy; and 
August have been with a 
natural ya 
We had one custome! 


vho had thi 


However, for practical purposes it 


is satisfactory to use this ratio for 
calculating the heating value and 
pecific gravity of the mixture compan 
Pure propane vapor has a heat that serve : 
ing value of 2520 Btu per cu ft and with butan 
its specific gravity is 1.52, while same problem that 
here and | have not been 


able to find the trouble They are 


ve nave 


for normal butane the heating value 


is 8265 Btu per cu ft and the spe 
cifie gravity is 2.0. The heating both u ing unvented heater rhe 
value of the mixture is about 3040 with butane ha tsk , ohne 
Btu per cH tt and if pecifre gra cal and viata d seabed 


place with natural ya and 


maving the trouble 


HOO OOO A » have taken the heate ou 


cleaned them thoroughl hanged 
by it still 


rhe heater put 


tne reyvulator, cannot 
ute the tro ible 
yut fume and times even a 
moke that smells like old, burned 
or kerosene The fumes are 80 
trony that they burn the ¢ and 


They are | al build 


wut ZO-f ( | { ind 


Her heater 
he ha e 
{and none of the 


odo! Thou 


The diametey of a cirel 
an area of 1006 sq in. can 
from a table of drill size mign F me in rm: 


he calculated from the equation 


There are 


7 for fhie aodar 


the area of acircle which i everal po ible rea 


problem whic 
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BEARS THIS 


THE WORL D's FINEST 
LP-GAS EQUIPMENT 
FAMOUS NAME 


. think of 


AMPLE CAPACITY FOR 500 
AND 1000 GALLON TANKS 
* 
DEPENDABILITY 


» : 
ECONOMY 
“ 
FREEZE RESISTANCE 
te 


UNIVERSAL ACCEPTANCE 
“HUSKY” 


IANK REGULATORS 


FISHER GOVERNOR COMPANY Marshalltown, lowa * Woodstock, Ontario 
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Type 922H Pol x 2" FPT high pressure regulator 


for first stage pressure reduction on 2 stage 
bulk systems 


Tank pressures down to 


5 psi (0 to 5 psi) 
10 psi (5 to 10 psi) 
15 psi (10 to 15 psi) 


Since l§§0 
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MODEL 16855 


Red Wheel Oven Control 


® Center Simmer 


MAGIC CHEF INC., ST. LOUIS, MO. 


12 


Uni-Burners 
Magic-Lite Pilots 
Swing-Out Broiler 
Sun-Glio Copper 
Accents 


MAGITROL 


THERMOSTATICALLY CONTROLLED 


TOP BURNER 





Hungry for more sales? Then 
stop selling widgets ... and start selling 
their benefits! Example? The performance 
of our Magitrol Burner . . . biggest boon 
to women since Magic Chef invented 
the Red Wheel oven-heat regulator in 
1915. And to get the point across, tell 
your customer this burner provides 
thermostatic heat control on top, just 
like the oven’s got! Cooks “just right’’ 
every time, without pot-watching! 


Explain how easy it is to use. 
She simply sets the Magitrol Burner 
control (the dial’s on the front panel) 
to the correct degree. And that’s all! 
The heat sensitive unit in the center of 
the Magitrol Burner takes over, and 


controls the temperature for her. Auto- 
matically raises or lowers the flame as 
the cooking process requires. Result? 
No more boil-over, burning, pan scour- 
ing, gas wasting...or costly extra 
appliances. And her cooking chart gives 
her the proper temperature setting for 
everything from cream soups to crepes 
suzette. 


Then she'll understand why Top- 
of-Range frying, broiling, baking, stew- 
ing, simmering, etc., with this burner 
is so terrific. And be sure to point out 
that the Magitrol Griddle works on the 
same wonderful principle! Just two of 
many Magic Chef features that fire-up 
sales...when your customers ‘‘catchon’’! 


get GEARED TO GO tor a PROFIT with 


¢Maoic Chef 


the GAS RANGE you can count on in '57! 
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Letters * continued 


is affecting both the L. P. gas and 
natural gas users with wnvented 
heaters. Some of the reasons which 
are listed apply 
since, according to your letter, they 


have been checked. 


below may not 


1. Poor ventilation in the room 
which eventually causes a reduction 
in oxygen and incomplete combus- 
tion. 

2. Heaters are not constructed in 
accordance with 
of the American Gas 
and, therefore, have not been tested 


and approved by that organization. 


recommendations 


Association 


3. The burner flame is imping- 
ing against a cold surface and com- 
bustion is arrested 


to the 
smart is an indication of arrested 


Your reference 
fumes causing the eyes to 
combustion. Such action often 
causes the formations of aldehydes 
which cause such sensations. 

4. Poor circulation of air around 


the burner ports. This may be 
caused by poor burner design, lint 
and dirt in air circulating spaces 


misplaced baffles or 


’ 


5. Over ordorization could be a 
cause with L. P. gas but is not 
likely with natural gas. The rea- 
son it is more likely a cause with 
L. P. gas is two-fold: 

a. Not as 
ordorization for L. P. gas. 


accurate control of 

b. Continuous vapor withdrawal 
from an L. P. gas tank causes a 
build-up of heavy ends in the 
storage, including odorant-carrying 
oils. 

6. The heater mentioned, which 
odor on low flame, in- 


gives the : 
dicate s poor burner de sign oT im- 
paired air circulation around the 
burner ports. 

7. Smoking flames indicate im 
proper orifice size, misalignment of 
orifice and venturi, burned orifice, 
dirty orifice or burner, insufficient 
primary or secondary air, accum- 
mulation of grease or dust in 
mixer tube or air shutter 

8. Improper burner pressure. Did 
you check the heater manufacture? 


requirements ?—Ed 


ae 


Placing dispensing units 
Alaska 


We have just received two L. P. 


yas filling stations, 999 wy ca 
pacity, which we would like to place 
at two gasoline service stations in 
the surrounding area, so that cu 

tomers with small cylinders could 
get them filled without having to 
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bring them all the way in ¢ 
plant. 

One of the gasoline service sta 
tions is in a very desirable location 
but has only about 25 ft of space 
from the station office and gasoline 
pumps to where the new unit would 
be placed. We think, from reading 
NBFU Pamphlet 58, that there 
should be 50 ft, but since the pam 
phlet is not very clear on this type 
of setup, we are not sure, so we are 
asking for assistance from you 

-" 


Your L. P. gas filling station 
comes under Division VII of Na 
tional Fire Protection Association 
Pamphlet No. 58 entitled, “Lique 
Service Sta 
NFPA No. 8, June, 
1956 Edition, pages 61-67). 
“Installation of 
Containers” 


fied Petroleum Gas 
tions.” (See 


Paragraph 7.5 
Storage reads as fol 
lows: 

(a) General. 

1. Hach storage container used 
exclusively in service station opera 
tion shall comply with the following 
table which specifies minimum di 
tances to a building, groups of 
buildings and adjoining property 
lines which may be built upon 

Minimum Distance 
Aboveground Ket we 
Water capacit nnd abovesre 


per container Underground Containe 


Up to 2,000 gal , ft ft 
Over 2000 gal oH ft ft 


NOTE: The above distances may 
he reduced to not le: than 10 ft 
station buildings of 


than wood frame construc 


for service 
othe / 


fion 


2. In heavily populated or con 
gested areas, the authority having 
jurisdiction shall determine restric 
tions of individual tank capacity, 
total storage, and distance to line 
of adjoining property, which may 
he built on, and other reasonable 
protective methods. 

3. The minimum separation be 
tween L. P. gas container and 
flammable liquid tank hall be 20 
ft and the minimum separation he 
fween a container and the center 
line of the dike shall he 10 ft 
] 


ocated 


‘. B. FP. gas container: 
near flammable liquid contaimme) 
hall he protected against the flou 


flammable li 


or accumulation of 
quids by diking, diversion curb oT 
grading. 

T helieve the 


cover the distance 


ahove paragrapl 
allowed for L. P 
qa filling station including fhie 
prefabricated 
emblies 


Paragraph 7.10 


torage and pump a 


(@) Location 


1) also discusses clearance from 


pits, ete. of the di pense) ifself 


P qas di pensing dé ce 

¢ located not less than 10 ft 
from aboveground storage contain 
ers greater than 2000 gal. water ca- 
pacity. The dispensing devices shall 
not be closer than 20 ft to the near 
est basement or cellar, pit, building, 
sidewalk, street or thoroughfare, o7 
KRvery effort should 
be made to avoid the use of pit 
hall be 


directed into or in proximity to the 


property line. 
Vo drains or blow-off line 


sewer systems used for other pul 
pose ‘ ™ 

It would appear from the above 
that the unit could be placed at the 
station you describe and meet the 
code. However, the local governing 
authority having jurisdiction should 
he consulted, Kd. 


Pentane's influence 
Baghdad, lraq 
The Government Oil Refineries 
Administration here engaged me 
to come to Iraq and set up an L.P 
system in this 


found 


gas distribution 
area. Upon my arrival, | 
that there was no LPG, so now I 
am supervising the construction of 
Com 
pleting this, | hope to get started 
on the storage and cylinder filling 


a propane preparation unit 


units 

My real problem is that we will 
have an off-specification gas con 
sisting of 86 per cent butane, 10 
per cent propane, and 4 per cent 
pentane. As the powers that be do 
not want to put in another unit to 
purify this, we will market this 
product. I have found that the 
low winter temperature here will 
not present a problem, but I am not 
sure what to expect from the 4 per 
cent pentane. If there are any pre 
cautions which I should take in 
regards to this, I would appreciate 
the information 

D.D.A 


We do not believe the 4 per cent 
of pentane in the L.P. gas mirture 
woll cause you seriou trouble Nat 
vrally, it would be better if it could 
he eliminated or at least reduced 

you fate the 
presenta proble m with &6é per cent 


hulane The lou 


pentane provides alow partial pres 


weather will not 
concentration of 
¢ as its share of the total pres 
‘ve 7 he pentane hould paporize 
proportionately with the hutane, 
although some may tend to remain 
tf fuel con umption from the con- 
faine? with con equent refrigera 
fion effect is too rapid kd 
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is FIRST 


LIGHT WEIGHT METALS 
1800 WG DELIVERY UNITS 


Nor-Tex presents the newest develop- 
ment in sleek, LIGHT WEIGHT, stream- 
lined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST 
WITH ALUMINUM SKIRTING and 
CABINETS. The DeLuxe, Payload Spe- 
cial, Custom and Standard models fea- 
ture light weight metals and the latest 


in engineering designs which have dras- 


on a 2-ton truck, weigh less than 18,000 
lbs. fully loaded. They reduce operating 
costs from the standpoints of delivery 
and original investment. Weighing below 
13,000 ibs. empty, they save on the Fed- 
eral Highway Tax recently enacted. Nor- 
Tex units also save on “additional weight” 
state license fees and required insurance. 

< 
Building modern “Route-Rated” maxi- 


tically reduced over-all gross weight. It 
mum payload units at a minimum cost is 


another FIRST for North Texas Tank in 
the building of quality LPG delivery 
truck tank equipment. Each unit has 


is now possible to haul more gas and less 


steel than ever before. 


New Nor-Tex 1800 WG units, mounted 


NOR “TEX 1 Fl RST parave 


Twin LPG Truck Tanks 
LPG ‘Pony’’ Filling Stations 
Bracketed LPG Motor Fuel Tanks 
LPG Motor Fuel Step Tanks 
LPG Scout (Two Wheel Trailer) 
LPG ‘‘Rocket’’ Filling Stations 
““Route-Rated” LPG Delivery Units with 
Aluminum Cabinets and Skirting 
LPG On-The-Job Employee Training 


BALANCE YOUR LOAD 
THE NOR-TEX WAY 


Finance The Balance 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


Complete training in Gas Delivery, Carburetion 
Service and Conversions, Complete Bulk Plant Oper- 
ation including Transporting from Refinery to Bulk 
Storage. Also appliance service and bulk plant 
system installation 


PRODUCTS 
COMPANY 


National Sales Agents for 
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AGAIN 


NOW MAKE 
POSSIBLE 


THAT WEIGH 
LESS THAN 


‘ey’ 
been thoroughly tried, tested and proved. Ne " 


: 


You can now use larger, lighter weight 


units and haul more payload, requiring 





fewer hours and miles to deliver a gal- 
lon of gas. Side or rear cabinets are 
optional and are arranged to fit your indi- 
vidual requirements. Write, wire or phone 


for details today. 











SOME OF TODAY'S LARGEST USERS of Nor 
Tex products bought their first tank and deliv 
ery unit from us years ago. With the building 
and supervision of Nor-Tex tanks in the hands 
of men with yeors of bulk plant experience 
one can more accurately determine the right ATTENTION! NEW TRUCK BUYERS! As authorized truck 
size tanks the sofe prices to poy to assure distributors Nor-Tex regularly saves truck buyers hun- 
o profitable operation for the dealer. This bulk dreds of dellers on brand new Internationle Chew. 
plant experience hos resulted in many helpful 


time-saving “‘extras’’ and has won Nor-Tex rolets Fords and GMC's 


Order any particular unit 
many customer friends 


you need. Nor-Tex will work out a deal for you that 
can't be beat 


P.O. BOX 1219 
DENTON, TEXAS 
CENTRAL 5416 
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To Give Yo 
Sales A Lift 





Dealing with Sinclair gives an extra lift 











to your sales approach — raises your profit 
opportunities. That’s because every 
tank-load of Sinclair LP-Gas gets an added 
boost from the five famous Sinclair 

extras —INTEGRITY, REPUTATION, 
QUALITY, PERFORMANCE AND 
GOOD SERVICE. You benefit with more 
new business — more satisfied 


repeat Customers. 


Ask us for the facts on this top quality LP-Gas with high heating value — moisture and 
impurities removed. Then, make the switch to Sinclair. 


Sinclair Oil and Gas Company 


is ] Liquefied Petroleum Gas Sales Department SI NCLAI R 


Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Oil 
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By NEIL REGEIMBAL 


Correspondent 







Senate to investigate appliance giants 

Concentration of the appliance industry and the 
economic impact of franchise agreement will be un- 
der investigation by the Senate Small Business Com- 
mittee in the months ahead. 

The Committee is particularly concerned over what 
it terms the disappearance of small and medium- 
size producers of appliances. On marketing fran- 
chise agreements, the Committee reports it has been 
receiving a growing number of complaints from 
wholesalers and jobbers over the ground rules which 
they are required to follow with manufacturers. 

The Committee has established special units to 
probe these problems, along with others to look into 
the financing needs of small firms, business failures, 
government competition with private business, tax 
relief, and monopoly trends. 


Credit control plans dropped 

The government is not going to regulate credit 
terms dealers arrange with their customers, short 
of an all-out emergency. 

The Eisenhower Administration has dropped ten- 
tative plans to seek standby power to set minimum 
down payments and maximum repayment terms, 
which it could use as an economic tool to slow down 
inflation. The decision to drop the plan came after 
a two-year study of consumer credit by the Federal 
Reserve Board which showed that the public is 
handling its debts well. 

Although consumer debt has increased rapidly 
over the past six years, it has not exceeded the in- 
crease in wages and earning power, the Board con- 
cluded, and credit controls would be unnecessary. 


“Same class” fair trade illegal 

Fair trade agreements between a manufacturer 
and its wholesalers are now illegal if the manufac- 
turer also operates some of its own wholesale outlets 

A Court recently upheld the Department of Jus- 
tice contentions that the fair trade laws—an excep- 
tion to the antitrust laws—permit price agreements 
between different classes of business, such as manu- 
facturers and wholesalers, or wholesalers and re 
tailers, but does not permit agreements between 
firms on the same distribution level 

Thus, when a manufacturer sets up its own whole- 
saling system, as did the firm involved in the case 
(McKessen & Robbins, a drug producer) 
the antitrust laws, the Court agrees. A manufac 


, it violates 


turer who operates retail outlets is not allowed to 
set up a fair trade program with independent re- 
tailers. The same would apply to an LPG producer 
operating retail branches. 
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uy Washington Report 
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Opposition delays REA interest hike 

Strong opposition from farmers and rural electric 
cooperatives to a proposal for increasing the interest 
rate on government electrification loans probably will 
delay congressional action until next year. 

The Eisenhower Administration proposal to con 
gress calls for interest rates on Rural Electrification 
Administration loans, now pegged at 2 per cent, to be 
raised well above 3 per cent. Rates should be high 
enough to cover the government's cost of making the 
loans, the Administration argues 

Government spokesmen claim the low-interest REA 
loans amount to hidden subsidies. Businessmen, such 
as L. P. gas dealers, who have been competing with 
REA-financed electric cooperatives, have been argu- 
ing this for years 


High Court hits mergers 

Businessmen’s urge to merge, which has been par 
ticularly strong in the L. P. gas industry, will prob 
ably be dampened considerably by two recent U. 5 
Supreme Court cases. 

In one case, the Court ruled that a company formed 
by the merger of separate firms can not use all old 
losses to seek tax reductions. Here’s the way this 
ruling works 

A firm buys out several other firms, some of which 
were losing money. Often, the purchases are made 
for tax reasons only Under the new ruling, the 
losses of the purchased firms can only be used 
against future profits in these units of the chain, 
but not against the profits of the chain as a whole 

The result of the ruling is to lessen the tax ad 
vantages a firm can secure by purchasing busi 
nesses that have had loss years. 

In the second case, the high court in a busine 
shaking decision ruled that DuPont had violated the 
antitrust laws in securing 23 per cent of General! 
Motors stock 
broad and affect many types of mergers and stock 


Implications of the ruling will be 


acquisitions 
Basis for the DuPont ruling was the premise that 
the stock purchases would bring a “probable lessen 
Actual 
restraint of trade is not necessary, under the ruling 
By buying the G. M. stock, the Court say DuPont 


was in a position to gain a possible preferential 


ing of competition or tendency to monopoly 


position as a supplier of paint and fabrics to the 
auto firm 

This ruling can apply to both large and small 
firms, and to mergers and combinations of almost 
all types, between firms in the same industry or in 
different fields. It permits the trust-busters to act 


regardless of how long ago a merger occurred 









SERVICE 


Tuloma representatives take a 
personal interest in your opera- 
tions. They see to it that a Tuloma 
customer is a satisfied customer. 


AVAILABILITY 


Strategically located sources of 
supply are among the largest and 
most modern plant and refinery 
facilities in the nation. 


SUPPLY 


Huge volumes of TULOMA 
LP-GAS are stored in installa- 
tions both above and under- 
ground for delivery to con- iy 


tract customers everywhere. 


Throughout the na- 
tion TULOMA LP- 
GAS is delivered on 
schedule in clean, 





modern tank cars 
from a continually ex- 


panding fleet. 








FOR THE CONTRACT YOU WANT . . . CONTACT TULOMA TODAY 
TULOMA GAS PRODUCTS COMPANY 


PHONE CHerry 22-3261 @® BOX 591 @ PAN AMERICAN BUILDING @ TULSA 2, OKLAHOMA 
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beyond the mains (@/ 


WE MUST MAINTAIN THE FERTILITY OF OUR BUSINESS SOIL. Farmers 
have long known that in order to keep on harvesting crops they 
must plow something back into the soil to maintain its ability 
to produce. This is more than a principle of farming. It is a 
law of life, and it applies to all phases of life, including 
business. Successful merchants, including L. P. gas dealers, 
plow something back into their communities to make them better 
places to live. This produces increased buying power, and a more 
bountiful business harvest. Manufacturers plow funds back into 
the industries that they serve, and this produces a more fertile 
business soil. 





Where do magazine publishers fit in this scheme of things? 
We are bound by that same law of life. To get, we must give. The 
giving takes many forms. It shows up in the extra expense of 
producing more and better editorial material that helps our 
readers to solve their problems and increase their profits. It 
Shows up in factual surveys that help manufacturers to serve the 
LPG industry better and more effectively. It shows up in indi- 
vidual services that we render to readers and advertisers. It 
shows up in our constant efforts to upgrade the industry, widen 
its markets, and strengthen its position in competition with 
other forms of fuel and energy. It shows up in our efforts to 
create greater teamwork between the segments of the industry 
that must work together to reach the common goal. 


In this last connection we are now going a long step beyond 
the customary scope of magazine service. We are holding meetings 
of groups of appliance manufacturers and LPG-and-appliance 
dealers at strategic spots for direct across-the-table discus- 
sions of the problems of selling appliances through the L. P. 
gas industry. These talks are mapping the roadblocks that now 
Slow down appliance sales. They are showing manufacturers what 
they need to do to make more sales possible through the vital 
and growing LPG industry. They are pinpointing the weaknesses of 
the dealers’ sales programs that hold down their appliance sales 
and limit their gas volume. They are bringing up constructive 


Continued 





beyond the mains 


Suggestions for more effective cooperation between manufacturers 
and dealers in meeting the growing strength of electric competi- 
tion. These meetings are initiated and conducted by our 
editorial staff. The cost comes out of our editorial budget. 
This is just another way in which we plow some of our resources 
back into the soil that provides our harvest. 


$583 IN TAX MONEY, SOME OF WHICH YOU WILL PAY, has been 
passed out by Congress during the past two years to help the 
rural electric cooperatives cut your throat. So far it has all 
been passed out at 2 per cent, in spite of the fact that the 
government must now pay more than 3 per cent for its current 
borrowings. In addition, Congress has appropriated $9,030,950 
to meet administrative expenses of the REA, which has the job of 
transmitting our tax money to our co-op competitors. Yes, Uncle 
Sam even pays the freight, which costs us more in taxes. 





The Eisenhower administration has proposed to Congress that 
the interest rate on these REA loans should be more realistic.__ 
something over 3 per cent to cover the cost of borrowing and a 
part of the cost of administration. Spokesmen for the govern- 
ment now admit that the present low interest rates amount to a 
hidden subsidy. At this late date they discover a fact that 
businessmen have been shouting at them for years. In the mean- 
time there seems little chance that the necessary legislation 
will be passed this year. There is strong opposition from the 
farmers' organizations and from the electric cooperatives. 


In the meantime two changes in REA rules governing loans to 


cooperatives may indicate that this august body has its ear to 
the ground. Shortly after Congress, was asked to raise the 


interest rate the REA began collecting interest (still at 2 per 
cent) immediately after the loans were made. In the past, 
interest payments were postponed during the first few years, and 
caught up through installments during the following years. The 
co-ops will also be required to begin making payments on the 
principal three years after the loan is issued, instead of five 
years as in the past. They call this a "tight money" policy! 


Atarl Abce6_. 





announces a new 


“shorty” wall 


gas heater 
only 


- 28° HIGH 


FOR VOLUME SALES 
AND BIGGER PROFITS 
IN 1957! 























More Profit- Building Quick- Model SWC-250 Unvented Wall Gas Heater 


25,000 BTU Input. Height 28’ 


Sell Quaker Gas Heaters "28800 BTW inna sas Om 





Pea ee — 7] It takes only two screws to hang this completely new 
trepiace irculotors— — 1 j ‘ ” . 
sone iaiah eliatunt — | Quaker 28” high unvented gas heater on the wall of any 


radiant gas heaters —— Lj home. In minutes, your customers get real heating com 
Exclusive 2-Way, 20 yy : 
Year Guarantee on ; fort at lowest fuel costs. 


“Deep Port” Burner and Now you can offer two Quaker unvented wall gas 
Porcelain Combustion ; - ise = 
Chamber = ) heaters the new 28” and the original 48 both 


Model RVM-500—50,000 BTU wal ate as ati . 
Input. Alse in 35,000-60,000- designed for assured maximum heating comfort 


80,000 BTU Input 








Only Quark Wall Gas Heaters Have These Exclusive Feature 


“CWR" Series “Cool Cab- - od r 
inet’ Deluxe Unvented * 20-Year Guaranteed Super Efficient ‘Deep Port’ Burner and Porce- 


Gas Radiant Circulators — lain Combustion Chamber * Hangs on the Wall Like a Picture * Super 
Features exclusive “Air Safe Extra Cool Cabinet * Super “Air-Flow’ Construction * New 


Stream” design. Assures ~ Modern Decorator Styling 
“cool-to-the-touch” cabi "" 

net. Unique engineered 
construction distributes | x 
heat evenly, efficiently Quaker Manufacturing Company 


Store- , po 
Model CWR-300—30,000 BTU onan a eae 1147 Merchandise Mart, Chicago 54, Ill. 
input. Also in 12,000-20,000- packed promotions 
AO BTU Inger. sell this new 28° 


Quoker wall gos | ] Models SWC-250 & WC-250 

heat on sight! Send : [) “RVM” Series C) “CWR” Series 
coupon NOW for 

complete information 


MANUFACTURING COMPANY | “”™ | 


in ADDRESS 
Heating Division of Florence Stove Co 
1147 Merchandise Mart, Chicago 54, Illinois | city STATE 











Send me complete information and prices on 


COMPANY 
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The inside story 
of America’s finest 


automatic water heaters 


Glasslined 

and Galvanized 
in Upright 
ond 

Table Top 
Models 


The off-center 
flue makes the 
difference 


Travels the Heat Further 


Extra Heavy Tanks 
Helical Heat Retarders 


Extra Heavy Insulation 





| fj y Extra Heavy Outer Shell 





Pie | 
y J ' Extra Heavy Bottom Pan 


! Combination Thermostat 


and Sofety Pilot 
7 
- 





with Built-in Filter 


As J 


JOHN Woop ComPANY 


Heater and Tank Division 
Conshohocken, Pa. * Chicago, Ill. * Red Oak, la. 


| 








REPRINTS 


from BUTANE-PROPANE 


News 


... to help you sell— 
to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20 % ; 50 copies and up, 30%. 


(Check should accompany order) 


Agricultural 


Agricultural flaming (March, ’56) 16 pages 2b¢ 
Whirlwind in a feather 

factory (Nov.,’55) 4 pages 10¢ 
Propane cuts cost of weed 

control on railway rights 

of-way (March ’56) 2 pages 10¢ 


Industrial 


Plumbers’ furnaces provide 

hot market (April, 56) 6 pages 15¢ 
LPG helps surface Nebraska 

highway (April, '56) 1 page 10¢ 


Power 
America’s leading industries 

use L.P. gas fork lift trucks 

(May,’57) 8 pages 20¢ 

Full report on Chicago’s 1050 

propane buses (July, ’56) 8 pages 20¢ 
Douglas industrial trucks 

show quick saving of con- 

version costs (April, ’56) 4 pages 10¢ 
Leading paper company con- 

verts fork lifts (June,’56) 2 pages 10¢ 
LPG precools California 

crops (March,’56) 4 pages 10¢ 
Small bus fleet articles 

(San Antonio and 

Wichita) (Aug., & Sept.,’56) 6 pages 15¢ 
His “Carburetion Fingers” 

pay off (March '56) 2 pages 10¢ 


Heating 


This fantastic infra-red heat (March’57) 8 pages 20¢ 
Selling LPG heating beyond 

the mains --~ the story of 

Cookgas (Nov.,’55) 4 pages 10¢ 
Degree day counter saves 

the day (June,’56) 2 pages 10¢ 
We can have schools for less 

money, with gas heat (Dec.,’55) 4 pages 10¢ 


General 


Trial by fire (March ’57) 2 pages 10¢ 
And again in 1955—Gas is 

the safest fuel—NFPA 

fire loss report (Jan.,’57) 4 pages 20¢ 
Look for new highs in 

LPG sales in ’56 (Jan.,’66) 4 pages 10¢ 
Is the insurance picture 

better? (May,’56) 6 pages 15¢ 
Certified installation pro- 

motes safety, good will (May,’56) 6 pages 1b¢ 


BUTANE-PROPANE News 


198 S. Alvarado St. Los Angeles 57, Calif. 
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HIGHER PAYLOADS 
REATER SAFETY 


features: 


NECKDOWN DESIGN 


The neckdown or offset design of 
the LMC transport gives you a low 
center of gravity which results in 


better roadability and easier driving 


HEMISPHERE HEAD 


With its hemisphere’ or 
rounded-off head, the LMC 
Transport Tank can be moved 
in closer to the cab, which 
permits more front end 


loading when desired 


VAPOR TIGHT 

Because the LMC is vapor tight 

there’s no fumes, which means con- 

LMC Gasoline Transport siderably less fire hazard. Also, be- 


T ser ¢ | . . ¢ 7 Cc ; se there ( lé yrat ) 
Available in High Tensile Steel, Aluminum, or Stainless Steel cause there is no evaporation or 
shrinkage, you have a more 


Because Lubbock Machine specializes in the manu- economical unit 

facture of transport tanks, you'll find there's an 

LMC Unit that means Low Mileage Cost .. . whether 

you're hauling LP Gas, Gasoline, Natural Gas, Chem- COMBINATION RELIEF VALVE 
nh 


drous Ammonia 





Illustrated at left is the LMC combination 

pressure and vacuum relief valve rhis 

valve, designed by Lubbock Machine 

engineers, automatically protects your 

tank against excess pressures and vacuum 

under all conditions ... it is an exclusive 
feature of LMC Transport Tank 


tow mounreoror HIGH PAYLOADS 
LOW MOUNTED for 
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THE THIRD LITTLE PIGGIE 


BUILT HIS HOUSE OF 


There is a good moral in this children’s story. 


Since the efficient operation of your LP-Gas business depends so much on your pumping 


equipment, it pays to use the best units available. 


Smith Pumps are built of the finest materials known, No expense is spared to assure 


top efficiency and longest service life. Furthermore, we are in a position to show you 


how to build the complete pumping system to get longest service and fastest delivery* 


No obligation, of course. 


-— 








MC 
M¢ 
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STOCK BULK-PLANT MODELS 


10 GPM at 3600 RPM 

O44 20 GPM at 1800 RPM 
044H 35 GPM at 1800 RPM 
50 GPM at 1800 RPM 

Q 50 GPM at 1800 RPM 
100 GPM at 1800 RPM 

150 GPM at 1800 RPM 

200 GPM at 1800 RPM 











1135 MIS 


SPECIAL 


24 


MITH 


SION PRODUCTS COMPANY 


2293 and RYan 12691 


PUMPS BUILT TO ORDER 


STOCK TRUCK MODELS 


TC-1044 20 GPM at 500 RPM 
TC-1044H 35 GPM at 900 RPM 
TC-2 50 GPM at 500 RPM 
ATC-2R 50 GPM at 1600-2000 RPM 
ATC-2L 50 GPM at 1600-2000 RPM 
TC-3 100 GPM at 500 RPM 
ATC-3R 100 GPM at 1600-2000 RPM 
ATC-3L 100 GPM at 1600-2000 RPM 








sls : , . , . 
“> Complete descriptive literature, installation diagrams, and prices 


available 


direct from factory. The above figures show rated 


capacities and do not indicate proper delivery rates in some 


ON STREET, § DENA, CALIFORNIA * 


types of service 


For full information write: 


FOR UNUSUAL REQUIREMENTS 
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Need for two-level action stressed 


at Los Angeles LPG appliance forum 


A report on the second of a series of manufacturer-dealer meetings 





Another step toward a better 
understanding of LPG dealers 
by gas appliance manufacturers 
and of manufacturers by dealers 
was made at the second in a 
series of dealer-manufacturer 
forums being arranged across 


the nation by BPN. The Los Angeles forum brought forth a barrage 
of fresh ideas for dealer-manufacturer cooperation in winning ‘The 


Battle of the Suburbs.” 


How do you feel about the ideas as reported 


on these pages? Will you write us a letter outlining your views? 





need for strong action at both 
A the individual dealer and na- 
tional levels—with possible coor- 
dination of all national efforts 
West 
pliance manufacturers and repre- 


was stressed by Coast ap- 


sentative L. P. gas dealers at the 


first of five regional forums on 


appliance merchandising to be 


sponsored across the nation by 
BUTANE-PROPANE News. The West 
took 


Chapman 


June 25 


Hotel in 


place 


Park 


Coast forum 
at the 
Los Angeles. 

The 
offshoot of a national forum held 


regional meetings are an 
in Chicago in May and reported in 
the July, 1957, issue of BPN. At 
that time, key gas 
manufacturer executives and LPG 


appliance 


dealers from all over the nation 
asked BPN to 
pliance merchandising forum idea 

Editor Abell, moderator of the 
forum, led off in 


continue the ap- 


Los Angeles by 


reminding those’ in 


attendance 


just how important the fight of ga 


which he 
“The Battle of the Suburbs,” 
is. “As the city poes, so 
country,” the BPN edito: 
adding that 


vs. electricity, 


£O 


“in the Chicago 


termed 
really 
4 the 
warned, 


as elsewhere in the United State 


sO per cent of the 
going electric.” 


suburbs 


are 


John Abram, one of two men at 


the forum representing a gas 


BPN editor Carl 
Abell's story amuses 
Harry Horn, Arthur 
Horn, Giles, 


Forrest Line, and 


Daryl 


Larry Jackson. ''So- 
cializing’’ came prior 
to Los Angeles LPG 
dealer appliance 


manufacturer forum. 


util 


the Southern ©; 


tated that the 
panie have been 


the City of Lo 


etting 
recommend 220 volt 
new homes and that some South 


California cities have made 


20 wiring mandatory. This open 
the door wide for in llation of 
homes 

“In the Pacific Northv 


electri 


all-electric 
companies wont 

new home an electrical connection 
kind if they have an L. P 
yas installation,” 
uburban Ga Service, told the 


He added that the eleetri 


oft any 


Gene Clarke 


forum 


heat pump is being pushed hard 
in that part of the country 

That the heat pump problem 
not a future threat but a definite 
threat right now wa 
Petrolane Gas Service Ine W.A 


“But even though the 


er onded ly 


Coglizet 


heat pump situation is here, none 
us are doing anythiny about it 
he said, adding that he know u 
man who makes his living hauling 
L. P. gas but who heats his ne 
home with an electric heat 
and 1s old on it Mi 


informed the group, however, that 


pump 
Coylizer 
the vas industry is wo yoon a 


heat pump of its own 





The second BPN-sponsored appliance sales conference comes to 
Seated clockwise 
around the outer edge of the table are Lynn Denny, BPN: Larry 
Jackson, BPN; Harry |. Horn, Harry |. Horn Co., Anaheim, Callif.; 
M. L. Jensen, Imperial Gas Co., Los Angeles; Lester Kling, Rockgas 


order at Los Angeles’ Chapman Park Hotel 


Service Co., El Cajon, Calif.; Charles C. Martin, Mission Appliance 
Corp.; Joseph Staller, Southern California Gas Co., Los Angeles; 
Gilbert Bragg, VanGas Inc., Fresno, Calif.; W. A. Coglizer, Petro 
Long Beach, Calif.; Carl Abell, BPN, forum 
chairman; Gilbert Bowman, BPN; J. R. Van Curen, Holly-General 
o.; Tom Legg, Glenbrook Gas Co., Grass Valley, Calif.; Daryl H. 
viles, Mission Appliance Corp.; Gene Clarke, Suburban Gas Ser- 


P 
ine Gas Service Inc 


vice Inc., Upland, Calif.; Arthur J. Horn, Day & Night Div., Carrier 
Corp.; Glenn Filbert, Petrolane Gas Service Inc.; Forrest L. Line, 
Mission Appliance Corp.; and Martin A. Brower, BPN. Seated 
clockwise around the inner edge of the table are Fred Ebdon, GAS 
Magazine; Jerry Smith, BPN; Roland Usher, American Liquid Gas 
Co., Los Angeles; Charles E. Germain, Duplex Corp.; John Abram, 
Southern California Gas Co., Los Angeles; Harry F. Vacek, H. C. 
Little Burner Co. Inc.; Frank McKenzie, BPN; Norman Lee, Norco 
Sales Corp.; Spencer Cooper, American Liquid Gas Corp., Los 
Angeles; and John S. Reynard, Propane Gas Service Co.; San 
Fernando, Calif. Participants agreed that a stronger sales drive is 


needed by L.P. gas dealers. 





“T am currently buying a new 


package kitchen, telling the group 


Appliance Corp., told the forum. 


home myself and I find that I must that the same point was stressed A phase of electrical competi- 


take an all-electric kitchen or pay by manufacturers 


the Petrolane 


complained 


considerably more,” 
representative then 
But even though the electric ap Ceneral 


undesirable, one and 


and dealers in 


trical appliance manufacturers 
Electric, 
offer all-electric 


tion that is hard to combat is the 


the Chicago meeting. “Three elec- sale of electric water heaters to 


building contractors at extremely 


Westinghouse low prices so that the contractors 


pliance are 
must admit that they make a beau 
added “The 
yas industry must vet a package 
kitchen to sell.” 

BPN editor Abell agreed with 
Mr. Cogvlizer on the need for a 


tiful packaye, he 


Hotpoint 
package kitchens, but there are no 
uch packages in the gas indus- 
try,” editor Abell complained. 
Appliances in matching colors 
can be had from some manufac- 
turers, Charles C. Martin, Mission 


g 





W. A. Coglizer and Tom Legg listen closely to Norman Lee's words of wisdom at appliance 


conference. 
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will build all-electric homes, Daryl 
H. Giles, Mission Appliance Corp., 
informed the forum. This was 
added to by Tom Legg, Glenbrook 
who stated that he made 
Valley, 
Calif., marketing area of general 


Gas Co., 


a survey in his Grass 


appliance dealers after receiving 
his invitation to attend the forum. 
He said that appliance dealers had 
on display a total of 27 ranges. 
Of those 20 were electric. The 
reason, he explained, is that ap- 
getting a 
higher unit sale and profit on 


pliance dealers are 
electric ranges and so are pushing 
them. The LPG dealers, he con- 
cluded, need more general appli- 
ance dealers pushing L. P. gas 
ranges. 

“That’s right,” Suburban’s 
Clarke seconded Mr. Legg. “We 
don’t care who sells the appliance 
just so that appliance operates on 
gas. We must sell gas. People 
moving into an L. P. gas area 
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don’t realize 
bring their fine natural gas range 
right along with them into the 
non-pipeline area,” he said. 

“Just as the electric people are 
selling electricity as 


; ially they can 


being mod- 
ern, we must get people to associ 
ite the word ‘gas’ with clean, cool 
and modern,” J. R. Van Curren, 
Holly-General Co.., 

“Tt seems to me,” 


asserted. 
Mr. Van Cur- 
ren continued, “that the L. P. gas 
dealers are waiting for someone 
else to help them. The national 
promotion programs are fine, but 
the dealers are going to have to 
do a lot more for themselves. 
“The LPG industry is doing a 
poor job of selling and I am afraid 
we manufacturers are doing a 
poor job of helping them sell,’’ M1 
Van Curren said. For example 
the LPG dealers have regular con 
tact with their customers through 
truck 


The electric people have no such 


their gas delivery drivers 
contact. Dealers, he said, must get 
A drive) 


who merely waves to the custom 


alesmen on those trucks 


er as he fills her tank is passing 


ip an excellent selling opportu 
nity. 


“LPG 


“are using the heat pump as an 


dealers,” he continued, 
excuse for their failures in sales- 


manship. Sales can be made with 
personal contact and sales effort,” 
made 
onsistent efforts to fill the needs 
of even 


for all 


he added. “If dealers only 


their customers 
that 
Increasing 


present 
appliances, would 
1id immeasurably in 
sales,” the manufacturer told the 
group. “Don’t rely only on the na 
tional groups, do something yout 
elf.” he again emphasized. 

truck 


not often 


“A man who is a good 
iriver and serviceman is 
it particularly salesman,”’ 
John §. 


Service Co., an 


good 
Reynard, Propane Gas 
wered. “Sales 
different 
adding that 
his firm has a full time salesman 


who does only sales and is skilled 


must be handled by a 


source,” he. stated, 


it that particular task. “A man is 
yoing to be good as a driver and 
serviceman or as a salesman,” he 
concluded. 

A driver has enough to do just 
jelivering gas, 


toland Usher, 


American Liquid Gas Co., agreed 
He has a lot of gas to deliver and 


can’t easily take time for selling. 





aUGUST, 1957 


Utility gas company meter read- 
ers don’t do any selling, Mr. Usher 
asserted. 

Utility service and distribution 
people can at least be sales ori 
ented though, and are, Joe Staller, 
Southern California Gas Co., an 
swered. We must take advantage 


of every sales opportunity, he 
said. Southern California Gas Co., 
he continued, displays appliances 
at fairs and shows, at collection 
office 


a cash 


$+, anywhere we can. We have 
incentive system for em 
ployees who turn in leads for ap- 
sales. “We 
servicemen to be salesmen but we 
do ask 


porting 


pliance don’t ask out 


them to be alert in re- 


customers who need to 


replace or add appliances, so our 


oo. x 





water. She can hardly wait to 
throw out the gas model and buy 
electric. Not one man here buys 
clothes at the lowest 
price, he challenged. Then why do 


LPG dealers feel they 


possible 


must sell 
only on the 
asked. 


But selling is not easy, 


basis of price?, he 
Subur 
ban Propane’s Clarke contributed. 
There is a definite dearth of good 
salesmen. 

“We can’t pay 
ufacturers 


salesmen if man 


give away appliance 
discounts to the discount houses,” 
American Liquid Gas’ Usher con 


“And L. P. gas 
are not getting proper discount 


tended. dealers 


he challenged. 


This entire problem needs 





Harry F. Vacek explains his firm's position to BPN associate editor Martin Brower, Charles 


Germain, Fred Ebdon and Frank McKenzie. 





company or a gas appliance deale 
an be the first on the spot,’ Mi 
Staller emphasized. 

And we sell quality, Mr. Staller 
We sell quality not only 


n ranges but in water heaters as 


vent on 
vell. Our company has a system 


f commission with greater in 
entives at the top end of the ap 
pliance lines and none at the bot 
tom. 

Holly-General’s Van Curren was 
quick to second the idea of selling 
quality merchandise as a step to 
beating electrical 


ward competi 


tion. A dealer who sells by price 
lets a customer buy a range with- 
Then an 


out modern features 


electric range salesman comes 


around and asks her where she 
got that antique. He shows her 
the features on a high-priced elec- 


tric range and makes her mouth 


Arthur J. Horn, Day & 
Division, Carrier Corp., an 
After 


make plans for an aggressive cam 


tudy, 
Night 
nounced study, we can 
paign. We need a coordinated, di 
rected program among all groups 

LPGA, GAMA, AGA, and the 
National LP Gas Council, he said 

Charles E 
Corp., 


Germain Duplex 
with this. He ex 


plained that he was formerly di 


ayreed 


training for the 
Power & 


years ago sat 


rector of sales 


Los Anyveles Bureau of 
Light and several 
meeting similar to the 
BPN forum at which strategy for 
the present electric industry cam 
plotted He stressed 


should get out and 


in on a 


paign Was 
that 


sell gas 


dealers 
appliances because gas 
gives customers a better deal for 
their money. He told the group 
that his commercial 


firm makes 
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Norman Lee prior to sitting 






















Above, appliance sales talk 
went on even during the 


nc heon 


Left, Editor Abell WL. A 
Coglizer and J. R. Van 


Curen talk LPG 





Left, LPG dealers, appli 
ance manufacturers and 
BPN staff members talk 
over The Battle of the 
Suburbs" during lunch 


Below, Gilbert Bowman 
shows results of the BPN 
appliance survey to Lester 
Kling, Merv Jensen, Gene 
Clarke, John Reynard, and 


Spencer Cooper. 





clothes drvers models only, 


because gas is the only fuel that 


In vas 


the commercial user of a clothes 
drver can afford to use. 

Mission Appliance’s Martin then 
asked whether those 
the forum could take some steps 


present at 


to get all segments of the industry 
together as was brought out by 
Mr. Horn and 
Germain. 

Mr. Horn, who is a member of 
the Pacific Coast Gas Association, 
tated that he would take it on 


seconded by Mr. 


himself to bring up the subject at 
the next meeting of the PCGA to 
ee how that group felt. 

Editor Abell explained that the 
present dearth of salesmen is the 
first, 


the yreat demand and consequent 


result of two conditions 


high initial pay from the technical 
industries is absorbing most of 
the type of manpower that for- 
merly went into selling, and sec- 
ond, that the past and _ present 
veremphasis on “security” is 
making the hard work of selling 
unattractive, in spite of the po- 
tentially higher earnings that re- 
sult from the extra effort 

There is also the problem of 
training salesmen, which has ob- 
viously not been answered as far 
as the average LPG dealer is con- 
cerned, Mr. Abell continued. He 
told the group that beginning with 
the September issue and continu- 
BUTANE 
PROPANE News will begin publica- 


ing for many months, 
tion of a sales training program 
worked out along the lines of the 
BPN 
training program that was pub 


highly successful safety 
lished in 1953 and ’54. 

Although the late hour made it 
necessary for Mr. Abell to ad- 
journ the meeting, manufacturers 
and dealers present at the forum 
asked that BPN schedule another 
Pacific Coast forum in the near 
future so that more planning on 
methods of merchandising gas ap- 
pliances can take place with a 
continued exchange of informa- 
tion between gas appliance manu- 


facturers and L. P. gas dealers. @ 


Next month, a report 

BAL on the third dealer- 
manufacturer appli- 

) ance forum, just held 

in Nashville, Tenn. 

Then, New York, Cleve- 

Ww land, and Chicago. 
























Part one: The present status 
of warm air heating 


URING the past six or seven 
I) years, our mobile laboratory 
has literally traveled from coast 
to coast, has made between 150 
and 200 complete surveys and in- 


numerable “snooping” sorties, has 
been in every conceivable style of 
house, and tested every imagin 
able type of warm air heating and 
cooling system, including some 
that are a bit difficult to imagine. 
In other words, we have been 
“around” and I want to tell some 
of the things we have seen and 
heard at the user level of this 
industry. 

It is obvious from our conversa- 
tions with the homeowner in his 
own backyard that there are 
shortcomings in the warm ail 
heating and air conditioning in 
dustry today. That’s why equip 
ment manufacturers, heating and 
air conditioning contractors, 
builders who buy your equipment, 
and the firms that supply auto 
matic controls for it have become 
accustomed to hearing complaints 
like these 

“My feet are cold and my head 
is hot and I want you to do some 
thing about it... The floors are 
so cold in here that my cat is 
sleeping on the piano and I have 
to tuck my toes underneath me 
every time I sit down 

“One side of my house is too 
hot the 


and other is too cold 
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By C. W. NESSELL, Chairman - Field Investigation Committee 
National Warm Air Heating & Ajr nditioning A it 

























































































































































































is there anything you can do 
about it? 

“It is so cold in here that the 
bathroom mat is frozen to the 
floor. There’s a draft—a cold one 

blowing on the back of my neck 
right now. 

“It’s so cold in here we can’t 
stand it. The baby has a cold and 
I know he got it from playing on 
these cold floors. 

“I’m not comfortable.” 


"The average homeowner and 
more specifically his wife, know 
that they are either comfortable 
or uncomfortable in their home in 
the dead of winter or the heat of 
summer. 


But they seldom know 


The average homeowner, and 
more specifically his wife, know 
that they are either comfortable 
or uncomfortable in their home in 
the dead of winter or the heat of 
summer. But they seldom know 
why. If they are comfortable they 
thank their lucky stars that they 
were fortunate enough to get a 
well constructed house that for 
some reason or other had a system 
in it that gave comfort perform- 
ance, 

If they are uncomfortable, they 
blame the house construction and 
cooling 
system with the comment that one 


shrug off the heating or 


should not expect to be too com- 
fortable in a single occupancy 
house in the suburbs. Even the 
“toe-tucker” whose bathroom rug 
was frosted to the floor opined 
that the heating system was all 
right but that the apartment they 
had in Detroit was more comfort- 
able. From what we later saw of 
the heating of that home I was 
certainly inclined to agree with 
her. 

Today this industry has more 
indoor comfort to offer the home- 
owner than ever before in history, 
irrespective of the kind of house 
he lives in. You can assure the 
home maker that the floors of her 
home will be warm and never a 
chill to her feet or a health hazard 
to children, that there will be no 
layer of frigid air around her 


30 


ankles nor torrid air around her 
head and shoulders; that the vari- 
ation in room air temperatures 
between burner operations will be 
imperceptible; and that air tem- 
perature will not vary more than 
two or three degrees from room 
to room. We know how to elimi- 
nate stratification by 
circulation and 
how to prevent cold drafts that 
cause discomfort. In short, this 
industry knows how to provide the 
ultimate degree of 
fort. 

We have reason to boast of our 
of heating and cool- 
ing a home but when we try to 
tell the home owner about it we 
speak in meaningless generalities 
and use a technical jargon that 
sounds like double talk to him. 
When homeowners silently accept 
cold floors, frigid air around the 
ankles, torrid air around the head, 
and drafty registers that blow 


room air 
continuous air 


indoor com- 


“know-how” 


"We have reason to boast of our 
know-how of heating and cooling a 
home but when we try to tell the 
home owner about it we speak in 
meaningless generalities and use 
a technical jargon that sounds like 
double talk . . ."' 


cold air down the back of their 
necks as an inevitable part of the 
performance of an indoor comfort 
system, the conclusion is inevi- 
table that something is wrong. It 
appears that we have been negli- 
gent in telling the homeowner the 
facts of comfort heating. 

We offer “guaranteed heating,” 
such as “the house will be heated 
to 70° indoors when it is some 
specified temperature outdoors.” 
This means little or nothing since 
rarely is mention made of where 
the 70° will be. Will it be at the 
floor and in every room of the 
house, or only at the thermostat 
it’s anyone’s guess. 

Floor surface temperatures, 
temperature variations between 
burner operations, continuous air 
circulation, and room to room tem- 
perature balance are never men- 
tioned. Such a guarantee could be 
applied to a coal stove in the old 
fashioned parlor and be equally 


applicable. Homeowners are too 
often satisfied with such a guar- 
antee because they know no bet- 
ter, and we have dismally failed to 
tell them otherwise. 

Another and better guarantee js 
that the system will be certified 
as being installed in accordance 
with the appropriate manual of 
the association. This is all to the 
good. It hits at the roots since an 
indoor comfort system is actually 
manufactured by the installer in 
the basement of the house from 
individual components that in- 
clude the heating or cooling unit 
registers, pipes and fittings, and 
other necessary appurtenances 
However, the best furnace ever 
manufactured will not in itself 
assure good heating unless it is 
properly manufactured into the 
heating system since it is only one 
part in an assembly that must be 
correctly put together. 

When we tell the homeowner 
that the installation is certified t 
be installed in accordance with 
one of the manuals, we are liter- 
ally handing him a mechanica! 
installation specification that he 
does not understand. His primary 
interest is the comfort of his wife 
and kids, and perhaps his mother- 
in-law too, and not in Cfm’s, Btu's 
and properly sized ducts. He 
would not know a Btu if he saw 
one and probably could not care 
less about it. We talk of comfort 
but never define it. 

Our industry methods of mer- 
chandising indoor comfort—the 
real end product that we have tc 
sell—are archaic. 
They are reminiscent of the auto- 
motive industry in 1907, when 
automobiles were sold on _ the 
strength of their components. It 
had Goodrich tires, Delco-Rem) 
ignition, Sparton plugs, Klaxon 
horn and perhaps a Continenta 
motor. Because the parts were 
good, the riding comfort was as- 


obsolete and 


"We offer guaranteed heating, 
such as ‘the house will be heated to 
70° indoors when it is some speci- 
fied temperature outdoors.’ This 
means little or nothing since rarely 
is mention made of where the 70 
will be." 
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sumed to be good. That sort of 
merchandising was understand- 
able for guys like myself that 
expected to spend every Saturday 
morning removing the ' 
from the engine 
non-technical 


carbon 
head, but the 
person who was 
only interested in a comfortable 
ride did not know what they were 
talking about. 

Now the automotive industry 
sells on appeals such as “power 
to pass,” “safety,” “roadability,” 
“beauty,” “ball-joint suspension,” 
and even the “forward look,” all 
the sort of things that a buyer, 
man or woman, can understand 
and relate in measurable terms to 
their own way of life. 

This industry must revise its 
merchandising appeal if its high 
level reputation is to be main- 
tained and the current surge of 
cheaply installed, poorly perform- 
ing jobs, is to be stopped. We must 
sell the taste and aroma of the 
apple pie instead of the recipe 
that the cook used to make it. 

In addition to manuals that tell 
the installer how to put in a good 
job, we must tell the homeowner 
what the job installed, according 
to the manual, will do for him in 
terms of his comfort. We must 
have comfort performance stand- 
ards that specifically define what 
indoor comfort means in specific 
terms, and it must be written in 
Kitchen English. 

When such a set of comfort per- 
formance standards are available, 
the homemaker will have some- 
thing that she understands that 
she can use to judge one heating 
estimate against another by in- 
sisting that certain comfort stand- 
ards be the basis of the guarantee. 
Then, and only then, will the cut- 
the-price, skimp - the - job, wages- 
fly-by-night opera- 
tor discover that there are other 


and-no-profit, 


considerations in a job beside the 
“lowest” price. 


"This industry must raise its mer- 
chandising appeal if its high level 
reputation is to be maintained . . . 
we must sell the taste and aroma 
of the apple pie instead of the 
recipe that the cook used to make 
it." 


AUGUST, 1957 


When we reviewed the operat- 
ing characteristics of 80 field 
investigation committee surveyed 
houses, we discovered that in spite 
of the industry “know-how,” the 
comfort conditions in too many 
homes are poor and that there is 
little to boast about. 

Only 30 of the 80 jobs provided 
for continuous air circulation with 
continuous blower operation when 
the outdoor temperature dropped 
to 35.° On one job the outdoor 
temperature had to drop to 0° for 
CAC operation. Only 31 jobs had 
showed a temperature variation of 
1%° or less between burner opera- 
tions, and only 39 had floor-to- 
sitting - level temperature differ- 
ences less than 3° at an outdoor 
temperature of 30.° 

Only 29 of 50 
houses had floor surface tempera- 
or warmer in the center 


basementless 


tures 65 
of the rooms and these were bet 
ter than usual installations. Had 


"A review of field data shows that 
only 31 jobs out of 80 had room- 
to-room temperature difference 
within the desired 3°. Some were 
as high as 7° to 10°. This sug- 
gests improper balance or no bal- 
ance at all.” 


we concentrated on typical project 
houses, the percentage with favor- 
surface 
would have been pitifully small. 


able floor temperatures 

Floor surface temperatures in 
the occupiable areas along the 
outside walls and corners in all 
but a very small percentage were 
far too cold for comfort. 

The review of these 80 FIC re- 
ports indicates an inherent diffi- 
culty in maintaining a room-to- 
room temperature balance with 2° 
or 3° and that the temperature 
balance was not consistent 
throughout the 24 hours of the 
day. 

The inevitable 
that because of changes if house 
larger 


conclusion is 


construction, the use of 
glass areas, and changes in floor 
plan arrangement, it will be im- 
possible to maintain good room-to- 
room temperature balance with- 
out the use of two or more ther- 


mostats. 


General industry practice indi 
cates that a well 
should have no more than a 3 
difference 
rooms. In other words, 72° in on 
room, 71° in another and perhaps 
74° in a third—this to continue 
around the clock. 

We are not doing it. A review of 


balanced job 


temperature between 


field data shows that only 31 jobs 
out of 80 had room-to-room tem 
perature differences within the de 


", . . because of changes in house 
construction ... larger glass areas 
and changes in floor plan arrange- 
ment, it will be impossible to main- 
tain good room-to-room tempera- 
ture balance without the use of two 
or more thermostats." 


sired 3°. Some were as high as 7 
to 10 This suggests improper 
balancing or no balancing at all, 
but this is not always the case. 
Job data taken in the evening 
shows that many were balanced 
as well as you or I or anyone else 
could possibly balance them. The 
wide temperature variations were 
due to changes in heat losses from 
rooms or entire areas of the house 
as the orientation of the sun af 
fected 


roof surfaces. 


various wall, glass, and 

Nor do these cold figures tel! 
the full story. The differences re 
ported were based on average 
room air temperatures taken hour 
ly from mid-morning to mid-after- 
noon on a single day. The data 
does not reflect variations of tem- 
perature within a given room or 
an area throughout the day, nor 
it indicate the change in 
at night 
outdoor 


does 
room air temperatures 
or with variations in 
weather such as the direction or 
intensity of sun and wind. 
There have been some radical! 
changes in house construction and 
occupancy habits over the past 15 
years. The old style two-story box 
house could be adequately and 
satisfactorily heated by a single 
furnace and a single thermostat 
But a great many of the new style 
homes of today cannot be. Next 
month, in part two, we will see ex- 


actly why. Ld 
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Mr. Bulk L.P. gas Dealer: 


HOW DO YOUR APPLIANCE 
SALES STACK UP? 


TOTAL 
APPLIANCE A 








Ranges 2: $2,728,196 


Commercial cooking 623,425 


Room heaters 1,235,782 


ewemnemnteeeensetmnrenenesentts- pao 


Water heaters 24: 1,262,576 





Floor furnaces 510,001 





Unit heaters 471,713 





Clothes dryers 361,877 











Refrigerators 3 202,886 
omgptnii ee —- 
Wail furnaces 267,521 
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Presenting the results of the... 


BPN 1957 LPG APPLIANCE SURVEY 
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Survey shows LPG dealers are really moving appliances 


L P. gas bulk plant distributor- 
edealers play an important 
part in the marketing of L. P. gas 
appliances. Conservative  calcula- 
tions, drawn from a BUTANE-PRO- 
PANE News survey made last April, 
showed that bulk plant dealers 
alone sold $122 million worth of 
LPG appliances in 1956. This does 
not include LPG appliance sales by 
thousands of bottle gas dealers, 
regular appliance dealers, depart- 
ment stores and hardware dealers. 

A total of 440 bulk plant dealers 
in 42 states and Canada replied 
to the survey. Of those responding, 
364 gave dollar volume of appliance 
sales. Total sales of those 364 for 
1956 was $18,648,511. This is an 
average of $51,232.17 per dealer. 

Median sales per dealer surveyed 


was $20,000. That means there were 


just as many dealers who sold 
more than $20,000 worth of LPG 
appliances as there were who sold 
less than that amount. 

And 95 per cent of all bulk plant 
dealers who answered the survey 
sell appliances. BPN has verified 
6416 bulk plant distributor dealers. 
Eliminating the 5 per cent who do 
not sell appliances leaves 6095 who 
do. Multiplying this number by 
the conservative median, we get the 
$122 million total figure. 
This figure is probably consider- 


sales 


ably higher. 

Of the 440 dealers responding, 
284 or 64.5 per cent stated that 
they sell central heating units. The 
244 of these dealers who gave sales 
figures for 1956 sold a total of 
5523 central heating units, an aver- 
age of 22.6 units per dealer. Ninety 
per cent of those who reported sell- 
ing central heating systems stated 
that they make their own central 
heating installations. 

Ranges provided LPG deale) 
with the highest volume of appli 
ance sales with 235 dealers report- 
ing total range sales of $2,728,196 
This is an average of $11,609 per 
Although only 87 of the 
dealers who answered the survey 


dealer. 


gave their 1956 sales figures for 
commercial cooking equipment, 
those sales were so high that com 
mercial cooking took second place 
among all appliances in average 
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dollar volume per dealer. Average 
commercial cooking sales for the 87 
dealers was $7166 each. 

A complete report on sales vol 
ume, appliance by appliance, is 
shown in the table which accom 
panies this article. Dealers might 
compare their 1956 dollar sale 
volume against the average shown 
on the last column of the table to 
see how they stack up. Remember 
that this average is drawn from 
those answering the survey only, 
although it represents an excellent 
cross-section of the nation. 

BPN ap 


pliance survey was to determine 


The purpose of the 
the average volume of appliance 
sales per dealer, and to locate the 
roadblocks that keep this volume 
from going a great deal higher. We 
felt that these figures would em 
phasize the importance of the LPG 
dealers as outlets for the appliance 
manufacturers. With this desirabil 
ity established, we thought it might 
be possible to promote better co 
operation between manufacturers 
and dealers to bring about a big 
boost in appliance volume through 
the LPG dealers. 

Several important gas appliance 
manufacturers frankly admit that 
they do not understand the LPG 
industry, and that they have not 


been able to develop the expected 


Scenes such as this one in the showroom of Green's Fuel of Florida Inc., 


taking place in more than 6000 bulk LPG dealer showrooms across the nation 


share of our dealers’ sales 


On the other 


volume 
hand, many LPG 
dealers have told us that they have 
not been able to make satisfaccory 
handle 


arrangements to certain 


lines that they would very much 
like to have, 

In our opinion this situation 
stem from too little mutual un 
derstanding between manufacturers 
BUTANE-PROPANE 


News is now trying to iron out this 


and the dealers. 


ituation through studies such a 
this, and through a series of man 
ufacturer-dealer forums where both 
yroups talk their problems out di 
rectly across the table. (See report 
in the July 1957 issue and in this 
issue). 

The 440 dealers 
the survey had a total of 


responding to 
356,059 
bulk customers and 375,454 cylin 
der customers. Only 59 of the 440 
bulk plant dealers had no cylinder 
gas customers and 14 of the deal 
ers had only cylinder gas customers 

none on bulk gas. This shows 
that most bulk plant distributor 
dealers are still heavily in the 


cylinder gas business as well as the 
tank gas business 

The importance of the LPG 
dealer to an LPG appliance manu 
facturer cannot be underestimated 
BPN is carrying that messaye to 


the manufacturers & 


Bartow, Fla., are 


e 
>pecial 


promotions and hard selling sold heavy L. P. gas appliance volume in 1956. 
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Re for cutting your own throat 


Some notes on 


L.P. gas rates 


FENHERE is only one source of money for any suc- 
i cessful L.P. gas business. All the money spent 
for storaye plants, trucks, tanks, pipes, pumps, meters, 
adding machines, typewriters, and necessary and use- 
ful equipment of all kinds—as well as for the yas 
itself-——and all taxes, insurance, payroll, advertising, 
leyal, and all other various and miscellaneous expenses, 
und the profit, too, must be paid by the people who use 
the gas. 

No matter how the bookkeeping differentiates be- 
tween capital accounts and expense accounts, in the 
final analysis, the customer must pay it all, to the last 
cent, 

One of the worst possible errors that can creep into 
any dealer’s thinking is the tendency to look on de- 
preciation as a bookkeeping item that can be juggled 
around or ignored, 

Depreciation is just as real a cost as the rent, or 
the wave paid to the deliveryman. But since it is a 
deferred cost, to be paid in the future and at indeter- 
minate times, it is sometimes minimized or even con- 
veniently forgotten as a true item of expense when 
setting gas prices 

A vas cylinder, for example, is worth as much from 
the standpoint of its earning power when it is a year 
old as when it is first installed. It is just as service 
able at five years, say, as at one year of age, and so 
until the day it finally arrives at the end of its useful 
life, On that day its service value drops to zero, This 
change in value from original cost to zero is sudden, 
abrupt. But since we cannot know the exact day of 
its retirement, prudent management will accrue over 
the years the full cost of the cylinder so that there 
will be a reserve fund adequate to purchase a new 
one when the original is retired. 

Some gas companies require the customer to pay 
immediately for the equipment needed on his premises 
to serve him. Others furnish such equipment, and re- 


34 


VICTOR T. MAVITY, President 
By 
Southern Liquid Gas Co. 


tain ownership, but collect for it over the years by 
adjusting the gas rate accordingly. 

In making a cost analysis of expenses it is quite 
apparent that some costs are almost exactly propor- 
tional to the quantity of gas sold, some are rather 
closely proportional to the number of customers served, 
and still other costs are only remotely proportional 
either to customers or volume of sales. 

A study of most situations will reveal those costs 
which are directly proportional to volume of sales 
to be: 

1. Cost of the gas plus freight to storage plant 

Cost of operating storage plant. 
Cost of delivering gas to customers. 
Cost of gas lost or unaccounted for. 

5. Depreciation of delivery equipment. 

Costs that bear a fairly close relationship to number 
of customers are: 

1. Office expense. 

2. Service expense. 

3. Certain Ad Valorem taxes. 

4. Insurance. 

5. Depreciation of equipment on customers premises. 

Costs which are relatively fixed and only remotely 
vary with volume of sales or with number of customers 
served: 

1. Rent. 

2. Utility expenses, 

3. Certain Ad Valorem taxes; license taxes. 

4. Officers’ and managers’ salaries and expenses. 

5. Interest on borrowed money.' 

6. Depreciation of bulk plant. 

There is, of course, some overlapping, and doubt 
may exist in some instances as to whether certain 


(1) Interest is not a true operating expense because the gas company 
is supposed to have adequate capital. However, we list it here as an 
expense because nearly all L. P. gas companies are notoriously short 
of capital 


BUTANE-PROPANE News 





L. P. gas rates ... Raising prices can increase your profits 





expense is proportional to the quantity of gas sold, 
to the number of customers, or perhaps to neither. 
An equation of profit might be developed by assign- 
ing symbols to the various factors as follows: 
Let, P 
U = all costs proportional to numbers of users 


all costs proportional to volume of sales 


F = all “fixed” costs, which are not directly 
proportional to either volume or number of 
users 
gallons of gas sold 
number of customers 
rate or price per gallon 
change of price per gallon 
change in number of customers. 
change in number of gallons sold 
Profit 

then 


G=Q-P-U-F (1) 

If an increase in rate is made we can expect a down- 
ward change in Q and in H, so that the equation of 
profit becomes: 


G = (Q—q)rti [ »( *a*)] Gw) 


Suppose we have the following situation: 
Total gallons being sold per year—Q 1 million. 
Total cost delivered to customers’ storage—P 

$110,000. 

Total number of customers—H 1500. 

Total costs proportional to users—U 

Total fixed costs—F $20,000. 

Price of gas—r = 17 cents per gal. 

Then from equation (1) 

Profit—G $10,000. 

Now suppose we increase the rate r from 17 cents 
to 18 cents and that we lose 100 customers whose 
gallonage totals 67,000 gal. per year. 

Then r 
5. az. O) 


$230,000, 


h 100 
q = 67,000 

$17,310, which is $7,310 
more profit even after losing 6.7 percent of the cus- 


and from equation (2) G 


tomers and 6.7 percent of the gas volume 
But suppose we lose 10 percent of the customers and 
15 percent of the volume. 
Then y = .¥7 
i O1 
h 150 
q = 150,000 
and from equation (2) G $12,500. 

Who would believe it! Twenty-five percent more 
profit after losing 10 percent of the customers and 15 
percent of the volume. Just by increasing the price 
from 17 cents to 18 cents per gal. But in most cases 
a price increase does not result in very much loss of 
business. 

Now let’s see what happens to the gas man who 
covets his neighbors customers and tries to steal them 
by offering a reduced price. If volume, cost, customers, 
etc., are the same as before, then his profit at 17 cents 
per gal, is $10,000 as before. If he reduces the rate 
by one cent and gains 150 customers and sells 150,000 
gal. more per year, his profit equation would be 


c= asnie-n-[e S48) ] [oy] 1-00 


So, with a 15 percent increase in volume he loses $5500 
per year and has to work a lot harder than before. 

Now for a real headache we invite you to figure out 
what would happen if the cut-price artist manages 
to take away 300 of his competitor’s customers and 
has to add another delivery truck and driver to make 
the deliveries 

Sometimes the price cutter tries to collect the full 
price from his regular customers and only offers the 
cut rate to his competitor’s customers. When the regu- 
lar customers find out about it, however, they too want 
the lower rate and sooner or later they usually get it. @ 
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Part three 





Records help 








° ge eA 
Scientific Management Procedures 
Po.“ 5 ee ll 


“ 








reduce 


fuel delivery costs 


VUEL delivery cost remains one 
I; of the most difficult to reduce 
figures 
head 


in an LPG dealer’s over- 
High per-mile sales gallon- 
age is still a goal that eludes many 
of the best. 

How to attain that goal is a 
matter of argument. Each dealer 
favors his own delivery schedul- 
ing system, whether it is a degree- 
day, a zone, or a combination of 
zoning and “relying on the route 
man,” 

Some dealers still cling to the 





With costs going up and 
competition stiffening, 
dealers can no longer 
afford to fill customer 
tanks and replace cyl- 
inders on a hit-or-miss 





basis. The number of miles a truck must travel for 
every gallon of fuel dropped is becoming increasingly 
important. Proper records can help reduce fuel de- 
livery costs, improve service to customers, and cut 
paper work while easing collection methods. Here. 
is how the delivery problem is handled by various 
dealers across the nation. 


idea of waiting until the customer 
calls for gas, but their numbers 
are few. More each month are 
turning to 2-way radio, but so 
far they too are numerically 
insignificant. 


Zone delivery and collection 


The zone system continues to 
rank as the undisputed choice of 
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By WILLIAM W. CLARK 


the vast majority of dealers 
throughout the country. In the 
BUTANE-PROPANE News survey, 89 
of 170 respondents were using it 
in one of its various forms. Large 
and small companies alike found 
it to their liking. 

One of the largest users of the 
zone is Suburban Propane Corp.’s 
Gainesville, Va., plant. District 
Manager A. C. Wineholt is a 
strong believer in zone loading on 
a cycle system. 

Suburban delivers metered gas, 
and since Suburban drivers read 
meters at regular billing intervals 
(30-day for commercial and heat- 
ing customers and 60-day for 
smaller users), it makes sense to 
deliver fuel on the same trip. This, 
however, eliminates the degree 
day system from the Suburban 
plan of operation. If customers 
read their own meters, however, 
degree-day systems can be used 

Suburban deliverymen record 
meter readings on a separate de 
livery ticket for each custome: 
(Fig. 1). This ticket may be used 
for 35 consecutive readings, so a 
lengthy meter reading history is 
recorded on each ticket. The tick- 
ets carry date, previous and pres 
ent readings, and consumption. 
The deliveryman computes gas 
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usage on the spot, visually com- 
paring it with previous consump- 
tion figures on the same ticket to 
detect any unusually high or low 
usage. If it appears to be out of 
line, he can recheck it. He can also 
compare tank and_ truck 
readings at this time. 

Tickets of two different colors 
are used to denote different rate 
schedules. 


mete? 


On the day following delivery, 
after tickets have been totaled and 
reconciled against truck readings, 
bills are rendered (Fig. 2). These 
are three-stub card bills, prepared 
on a bookkeeping machine, which 
simultaneously produces the othe 
records desired. 

By zoning, Suburban gets a high 
degree of efficiency into its deli, 
ery schedules. But the system has 
a mixed effect upon collections. 

Two follow-up notices are sent 
notice 
only on 30-day accounts), the last 
reaching the 
five and 10 days before the next 
delivery is due. With the regular 
schedule of 
follow-up, the 
knows 


out on unpaid bills (one 


customer between 


cyclical billing and 


customer always 
what to expect. He also 
knows that service will be discon 
tinued if the bill is not paid by the 
next delivery date. 

This gives a utility-type regu 
larity that 
payment. But with the 60-day bill 


encourages regulat 
ing periods, Wineholt has found 
that customers are slower to pay 
Also, 
tion and control are 
difficult. 
Regardless, the 


gas inventory” reconcilia 


mide more 


company . still 
prefers its system to the alterna 
tives that are available to it. 


Delivery on customer order 


Among those who take order 
for bottles from their customers 
is the Parker Appliance Co., Flint, 
Parker 


order 


Mich. For several years, 
has used a_ postage-paid 
blank, which the 
with the customer on each deliv 


driver leaves 
ery. When a cylinder is empty, the 
customer fills out the order form 
and notes the method of payment 
thereon. 

Surprisingly, perhaps, when the 
system was first put into opera- 
tion, nearly 50 per cent of Par- 
remitting 


ker’s customers began 
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Do you use a zone sys- 
tem for routing deliv- 
eries? 


Yao .... a 
NO .... 48% 


with their 
blanks. This eliminated a 
great deal of potential receivables 
accounting burdens. It also put 
Parker in an unusually good cash 


checks for cylinders 
order 


position. 
This was a situation that wat 
Parker 


set up a one-cent-per-pound di 


ranted encouraging, so 


count arrangement for pre-pay 
customers. 

In the years that followed, Par 
ker’s clientele continued to grow 
But not all customers have taken 
to the pre-pay idea. So now a more 
complex system has been devised 

When a customer calls in for a 
delivery or orders a cylinder on a 
blank, 


the telephone operator checks a 


charge basis on an order 


customer credit card filed at the 
switchboard and tagged for credit 
and use purposes. Once the credit 
is cleared, she prepares an orde) 
in triplicate, rates it, and distrib 
utes it by zone. 

On delivery, the duplicate is left 
with the customer. The driver re 
turns the original to the account 
ing department for posting. The 
next morning, the Sensimatic op 
erator posts all the previous day’ 
charges sales to post card bill 
and the customer’s ledger (Fig. 3 

Customers paying within five 
days of the billing date get the 
one-cent discount. Payments are 
credited and the 
matically computes discounts 


machine auto 


Degree-day systems 


The closest approach to a scien 
tific system is the degree-day pro 
gram, but it has its limitations 
Mr. Wineholt of 


Suburban in 


Gainesville says it’s impractical in 
an operation such as his. Metered 
gas makes delivery by the cal- 
endar much more practical. And 
if a company’s heating customers 
are in the minority, its real value 
is lost. 

Yet it has its proponents. In the 
BPN survey, 21 out of the 170 
were using it. It is 
that, as 
types of systems in use by LPG 


companies 


noteworthy with most 
dealers, size did not seem to have 


much bearing on the choice of 
method. In the survey, 93 com 
panies (54 per cent) of the 170 
serve less than 1000 customers 
Fourteen (66 per cent) of the 21 
fell into this class. Ten, or almost 
half of the degree-day advocates 
serve less than 500 customers. 

If any valid conclusions can be 
drawn from these figures, it would 
seem to be that the increased 
record-keeping that is required 
with the degree-day system does 
not frighten the smallest dealers 

The system is not simple. But it 
does cut down on unprofitable de- 


liveries and it cuts paperwork in 
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Fig. |. Deliverymen for Suburban Propane 
Corp.'s Gainsville, Va., plant record meter 
readings on a separate delivery ticket for 


each customer. 
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Fig. 2. Three-stub 
card bills are sent “samme 2 | S| ssarcom 0 om cae ona 


out by Suburban on eons initia HE 
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the day following 
delivery. The bills 


are prepared on a 


2 


mar i6" “ 6 
toe aucpueet OF bate " van | are Suet OF wi ~~S«dCSC custome 


DST 236 1920 


rast Out Oare amcanet OF Wk 


2 
o 
55 wc IT 55 


bookkeeping ma- 


es oe 


chine which simul 
taneously produces ar — — RENT 
the other records A WATER WEATER 


desired. -** COOKING H Apiney 
WATER HEATING | ° 95> suonre 





eaiance 


\ 5:09 —!20—o56 


oo-75 eS 





the field. It would seem to be a Kailler, the company is thus able average is 25°, there are 40 degree 
high-production-type method of to route its trucks “very effec- days. Some dealers figure each de- 
scheduling; yet the record of tively.” gree drop below 30° as 114°, but 
users gives the lie to this assump- sriefly, the degree-day system this is the exception. 
tion. is a method of gauging probable Each day’s degree days are 
Degree-day scheduling has some usage for heating customers. shown in the newspaper, so a 
enthusiastic supporters. One such Essentially, it is no different from count of them can be kept using 
is Andrews Oil Co., Green Bay, any usage estimating methods, this source. A test period is con- 
Wise except that it is tied to the ducted for each customer to cal- 
In setting up a schedule for a weather. culate how many degree days it 
new customer, Andrews is careful In a degree-day routing system, takes a customer to use one gallon 
to check and re-check usage fluc- the amount of fuel used by a cus- of LPG. This figure is called the 
tuations in order to establish a tomer during a certain period can “K” factor. If a customer uses 200 
dependable pattern. During the be figured from the average tem- gal. during 600 degree days, the 
first few months, Andrews repeat- perature during that same period. “K” factor is 3, one gallon every 
edly solicits usage information The difference between the aver- three degree days. 
from the customer via a postcard age temperature for a 24-hour After each delivery, the driver 
mailing (Fig. 4). Once this usage period and 65° gives the number meters the tank and notes this on 
pattern is set, he is assigned a of degree days. For example, if the delivery ticket for the use of 
spot on the route. the average temperature is 60°, the office. Here date, gallons de- 
According to Manager Ralph there are 5 degree days. If the livered, gallons in the tank after 
delivery, degree days at delivery 
(taken from a chart of accumu- 
lated degree days), and the next 
wa Rarentonte delivery in degree days are posted 


(pte “a to the customer’s card. This last 
= ae ’ 


) 
“ n aos posting is calculated by subtract- 
od aa rem y De ing the ideal reserve from the 
7, 0 seen a | } — gallons in the tank after delivery, 
multiplying the remainder by the 
constant, and adding this figure to 

the degree days at delivery. 

Degree-day systems can be set 
up in a number of ways, both 
manually and by machine. Rem- 
ington Rand has adapted a system 
to its Kardex visible equipment— 
or rather, a variety of systems. 
Each method, says Remington 
Rand, has its advantages, depen- 
dent upon the size and type of 














DISTRIBUTION LEDGER 


operation, 

Kardex is a bank of slides, each 
slide containing a number of ace- 
tate pockets, arranged in shingle 
fashion so that the tip of each is 
Fig. 3. From the order ticket (top left), the machine operator posts the post card bill always visible when the slide is 
and customer's ledger in a single machine operation. All computations and line proving opened out. Each pocket holds an 
are automatic. The distribution ledger is posted weekly to show a complete breakdown individual set of records in card 
on sales and an inventovy of cylinders on hand. form. 
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Medium and small dealers use 
the visible margin and the sig- 
nal, which can be moved about in 
the visible tip, to indicate any one 
of several conditions, for indicat- 
ing the next degree date for dis- 
patching and routing. In some 
installations, a delivery card is 
filed behind the insert in the 
pocket and the signal is placed in 
the visible margin of the pocket to 
indicate that the customer is due 
for a delivery. 





Everything can be kept in a 
single file—the degree-day deliv- 
ery record card, the permanent 
history data record, and the signal 
system. 





Some larger dealers use the file 
as the permanent record and the 
card never leaves the office. In == 
conjunction with it, they have 
separate delivery cards. 











Others use Addressograph 
plates, which are filed by degree- In mechanized system at D. J. Potter Co., Laureldale, Pa., a bookkeeping machine posts 
day delivery dates. The plate pre- 
prepares the delivery ticket, and 
all information is verified with the 
Kardex record. 

For extremely large operations, cards can be pulled or arranged priate pre-printed number for the 


ledger card and statement simultaneously. Machine also prints on the ledger the next 
degree day that o delivery is due, and automatically repeats the degree day on the 
new delivery ticket. 





cards may be set up geographi- in many combinations and se first degree-day delivery is then 
cally by street behind degree-day quences depending upon use de marked on the posting card; a 
guides, with cross-referencing sired. rocket card is prepared; and the 
One method breaks the file into For sorting, selected holes are appropriate hole denoting the 
districts, within which are degree- notched out. Then, when a sorting number of accumulated deyree 
day divisions and subdivisions set needle is inserted through match days for the next delivery is 
up alphabetically by customer. ing holes in a deck of cards, those notched out. Cards are cycled in 
Hadley has an interesting de- cards with holes that have been hundreds of degree days 

ygree-day system available which notched out will drop away from As each hundred degree days is 
makes use of its “rocket” card, the needle. These will be the cards accumulated, the deck is needle 
supported by a separate posting wanted. sorted and deliveries are made to 
card. The rocket is a rectangular The posting card is used for those whose cards sort out. When 
card with holes punched at regu- keeping track of degree days and the driver makes his delivery, he 
lar intervals all about the periph- deliveries. notes on the sales ticket the 
ery (Fig. 5). Each hole represents At the start of a heating season amount in the tank and the amount 
a code, numeric or alphabetic usually before September 1 delivered. Before posting to the 
name or degree-day, for example. degree-day constants for each cus card, the clerk checks the figures 
The holes are used for sorting tomer are computed (or copied to determine whether the next de- 
purposes, and by ingenious coding from the previous year’s records, livery date should be moved for- 
and combination sorting methods, as the case may be). The appro- ward or back. In accordance with 

her computations, she marks the 


appropriate number of the next 





degree-day accumulation on her 


co 56 \ FELP us to HELP YOU -- posting card, and notche a new 


Fig. 4. Andrews Oil \ If your propane bulk Rocket card before refiling it 


Gt nll & 20 tank gets down to 20% or less 


|} wo'll appreciate getting this Incidentally, the card can be 


4 

check and re-check 7A $0 card from you, We try to get 

fuel usage of a new O Fo to your place ty the tim your 
a tank gets this low — but fust be reused 

t wnat in quae wo Cont guage 28 cently If machines are used 

signing a spot on richt -— you'll do us a favor by miling this ari, 

deyree-day calculating, it is feasi 


mended with a “card saver” and 


customer before as- ——— 
to do the 


the delivery route On ante Meui4 } 

U inf af a oma! ) ow 2 ble to re-figure usage after every 
sage information is ee gauge x. 

1 SURE AMD SIGN YOUR RUS delivery. In this way, trends in 





solicited from the 





customer via a post piieees usage can be reflected imme- 


card moiling. diately rather than being depen- 
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dent upon management 


cal— decision. 


or ¢clerij 


Friden recommends a particu- 
lar method for use with its ACG 
Desk-Type This ma- 
chine has the ability to hold a 
number as a constant addend or 
dividend. 


Calculator 


The Friden method takes to 
day’s degree days (locked in as a 
constant), degree days of previous 
delivery, and gallons of fuel de 
livered today. The old degree day 
fiyure is subtracted from the new 
The difference is divided by the 
yallons to get the number of de 
gree days per gallon consumed 
This dividend is multiplied by 
the ideal delivery figure to get the 
degree days to the next delivery; 
then the result is added to the 
deyree-day figure to get total ac 
cumulated degree-days to the next 
delivery 
several 
for use with the 
Sensimatic bookkeeping machine 
One is 


proof wherein postings are simul 


Burroughs recommend 


alternate method 


degree-day calculation and 


taneously made to driver's ledge 


and customer ledger, and the next 


r 
‘ 


9999009 


»s09g0090900099 





delivery degree-day is calculated 
at the same time. 

As the day’s work begins, the 
operator keys in today’s degree 
day number, which prints auto 
matically with each posting. The 
“K” factor is indexed on the key 
board and the operator selects 
keys representing the gallons in 
the tank. The machine then com 
putes next delivery day and com- 
pletes the posting. 
ticket, with 
customer name and address there 


The next delivery 
on, may be used in place of 
the driver’s ledger. The machine 


prints the next-delivery degree 
day on the ticket, which is then 
placed in the degree-day file by 
driver, ready for use on the next 
lelivery. 
Another 


the posting from a separate de 


method contemplates 
yree-day chart rather than a ma 
chine calculation for converting 
yallons to degree days. As each 
account is posted, the number of 
gallons delivered by each drive 
is automatically printed on a tape 
and accumulated in the machine 
The customer ledger, with full ref 
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Fig. 5. One degree-day system makes 
use of punched cards for sorting 


purposes. 
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Do you use a degree- 
day system for fuel de- 
livery? 


Yeo....t2% 
NO .... 88% 


erence, 1s posted at the same time 
the driver’s record is being com- 
pleted. 

The next-delivery ticket can be 
used instead of the driver’s ledger 
under this plan in the same way 
aus With Plan 1. 

Degree-day records can be tied 
in with accounts receivable and 
produced in a single operation, 
using another program. From one 
indexing of figures, gallons deliv- 
ered, invoice number and charge 
‘an be printed on the respective 
forms. Ledger and statement are 
produced side by side over a proof 
journal. The delivery ledger is 
posted simultaneously by indexing 
degree days of usable fuel, taken 
from the chart, and degree days 
today. 

Deygree-day systems have cer- 
tain obvious advantages. But 
blind, slavish adherence to such a 
back- 
fire. A small company scheduling 


system could conceivably 
strictly according to degree days 
could soon find itself doing more 
traveling per drop rather than 
less. As with any system, a great 
deal of flexibility is a must. 

In the end, it will probably 
develop that for most dealers, a 
modified system attuned to their 
needs will be best. The zone is still 
basic, it’s proved, and it makes 
sense; within it, a flexible break- 
down by degree days is wise. 

But no matter how it’s done, 
there will always have to be an 
allowance for a margin of error. 
The occasional call in the night 
from the desperate customer who 
is out of gas is probably an un- 
avoidable curse—despite the best- 
laid plans. * 
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They do things big in Florida 


HE Florida State Fair annually draws 

14% million people to Tampa and each 
year the Florida LPGA makes the most 
of it. Again this year, the Florida state 
association bought a block of space and 
resold sections of it to LPG dealers, 
LPG equipment and appliance manufac- 
turers and their distributors. The result 
was one mammoth concentrated display 
aimed at stopping every fair visitor. And 
stop they did. 

Gas lines were already in place from use 
during past years, so outlets were avail- 
able for demonstrations of all appliances. 
Heating units, dryers, ranges and other 
LPG equipment were in full operation dur- 
ing the entire fair. Cooking schools were 
held right in the exhibit area. The gas 
lines were originally furnished by asso- 
ciation members with one member donat- 
ing the material, another doing the instal- 
lation, ete. 


A portion of Caloric Appliance Corp.'s display in the Florida LPGA- 
cponsored exhibit at the Florida State Fair is shown above. Co 
operating in demonstrating the ranges and other Caloric appliances 


was a Robertshaw-Fulton Co. home economist 
In charge of the exhibit this year was 


a committee of three Florida LPGA mem- 
bers headed by R. E. Whetsell, Dearborn 
Stove Co. On his committee were John 
Keeth, Caloric Appliance Corp., and Robert 
Merklas, Southeastern Natural Gas Corp. @ 











Two fair visitors relax (right) in the huge display sponsored by Gulf 
Cities Gas Co., St. Petersburg (below). The display included LPG 
equipment of Hedges Manufacturing Co. (water heaters), Florence 
Stove Co., Martin Stamping & Stove Co. (heating), and LP Equip- 
ment Co. (Servel, Reznor, and Day & Night). The exhibit was 


manned continually and hundreds of prospects were obtained. 
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Flarapco, Inc. (Florida Radio & Appliance Co., Inc., Miami) dis- 
played Temco and Quaker heating equipment. Prospects for LPG 
equipment flocked the exhibits to get a view of the latest appliances. 


Pyrofax Gas Service explianed L. P. gas 
service, Pyrofax ranges and Dearborn 


heaters to hundreds of persons each day. 


Hi, ho 


One of the big hits of the entire fair was 
this "Carefree Kitchen" featuring all-gas 
appliances including built-in oven and 
range, refrigerator, and Youngstown cabi- 
nets. The kitchen was packed with fair 
visitors the entire time. It was set up by 
Florida Radio & Appliance Co. Inc., Tampa 


branch, 


Exhibits took effort and time, but nowhere else is it possible to show 
your wares and talk to I!/) million prospects during a few days 


as it is at a gathering of this type. 


Hl 


a 


ellen ip 
— 


: 
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Southeastern Natural Gas Corp., an L. P. 
gos dealer, displayed a panorama of 
modern appliances that made prospective 
customer's mouths water. Southeastern co- 
ordinated its display with Tamco Supply Co., 
on equipment distributor, and Tappan 


Stove Co. 


Tappan Stove Co. showed free-standing and built-in models in the 
Southeastern Natural Gas Corp. booth. Exhibit was a whopping 


success. 
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LPG appliances and equipment distributed by Tamco Supply Co., 
Tampa, also shared the Southeastern Natural Gas Corp. exhibit 
A visitor cools off while looking 


LPG Equipment Co., Orlando, shows warm 
morning heaters. Ladies rest weary feet 


while inspecting L. P. gas appliances 





By 
CARL ABELL 
Editor 


NLY a few years ago it took 
q) a pound of sweat to produce 
and cure a pound of hops. The 
cost of labor made up the bigyest 


hare of the 
the crop to market 


expense of bringing 
Competition 
from producers in Kurope, where 
weat was cheaper, was forcing 
to the wall 


Today the American hop-growing 


the American growe} 
industry is largely mechanized, and 
propane is playing an increasingly 
important part in the rising pro 

perity of the American producer 

U. S. production from 41 thousand 
acres totaled 62 million Ib in 1952 
This i 


production 


more than half of the world 
Most of the rest i 
yrown in northern Hurope 

While the 
rather limited, the hop crop pro 


yrowinyg areas are 


Vick an important product — in 
world commerce. It is one of the 
necessary iInyredients of beer and 
yeast, and is used extensively in 
the production of natural vitamin 
and in medicinal preparation 

The hop vine will thrive in many 
reyions where it is not now grown 
With mechanization to replace the 
former high labor requirements, it 
is quite likely that the growing de 
mand will lead to the introduction 
of this crop in other farming areas. 
It requires a deep soil with good 
moisture during 


drainage, ample 


the yvrowing season, and freedom 


from high wind These condition 


The flavor for your beer comes from seed 


pods shaped like pine cones. 


Better burps are brewing 


when butane cures the hops 


are ‘st met in river bottom 
where wind conditions are naturally 
mild, or where there are protecting 
hills 

Dry atmosphere at harvest time 
is a great advantage, and this is 
one reason why most of the Ameri 
can hop production moved west 
The weather helped in speedy cur 
most 


ing back-in the days when 





Load balancing 


drying was done with wood fires 
and natural circulation. With mod 
ern forced warm air dryers, the 
weather makes little difference so 
long as there is no rain or dew on 
the vines. 

The seed pods of the hop are the 
marketable part of the plant. These 
are shaped much like pine cones, 
under 2 in. in length, with soft 
papery petals. They are pressed 
into 200 |b bales for storage and 
shipment. 

Sefore baling they must be care- 
fully dried and cured. Too much 
drying results in loss of aroma and 
flavor, and of the soft green color 
characteristic of full-flavored hops. 
Too much moisture content allows 
the baled hops to mildew, ferment, 
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and stick together, with great io 
of flavor and value. The acceptable 
limits are between 5 and 10 pe! 
cent, with most producers shooting 
for a seven per cent moisture con 
tent. 

Since the harvest is geared to the 


drying capacity, the old method 
employing variable heat and poor 
circulation through the layer of 
hops in the kiln was lacking i 
economy as well as uniformity. It 
was also slower, as the height 

of the pile in the kiln was from 24 
to 30 in. With modern thermostat 
ically controlled forced air heat, the 
depth of the pile has 


creased to 40 and in some cases 48 


been in 


in., and the drying is more uni 
form and faster. 

For highest quality and market 
value, the hops must be picked 
about the time the pods mature 
This makes the picking and curing 
a short season operation. In the 
leading producing areas of the 
West the harvest begins in August 
and extends for 25 to 28 days into 
September. The type of picking 
and curing plant generally used in 
that area has capacity to handle 
the crop from about 150 acres. It 
is a good summer load for the LPG 
dealer, providing a substantial de- 
mand just before the final summer 
filling of tanks takes 
place. 


domestic 


Wood, coal, and oil are the other 
LPG has great 


advantages over these other fuels, 


fuels now in use. 
particularly in its clean combus- 
tion, quick and accurate response 
to thermostatic control, and the 
freedom from interruption of oper 
ations for maintenance of burners. 
The cured crop is free from for 
flavors, and has 
higher market value. 


eign odors and 
Propane is 
making steady strides in replacing 
other fuels for this use. The chief 
contender is diesel oil, which costs 
about the same per gal. as LPG in 
the Northwest, but contain 

Btu. This is not as serious a dis 


more 
advantage as it appears, since the 
entire propane fuel installation 
$5000 less than the 


burner for the oil, and there is a 


costs about 


great difference in maintenance cost 
in favor of propane 
time for 
maintenance of burners is another 
important factor. These interrup 


Down cleaning and 
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Hop vines are cut from the trellises and taken to the curing plant, where they are picked 


mechanically. 





tions are very rare with propane, 


more frequent with oil. If pro 
longed, they can result in a majo 
payroll expense, since the entire 


operating crew of 20 or more 
people can be idled 

Most of the larger growers own 
and operate their own kilns, but in 
some cases smaller operators tak« 
in custom work from their neigh 
bors to keep their equipment bi 
throughout the short season. The 
typical 150 acre plant costs ap 
proximately $75,000, complete with 
picking machine, dryer, cooler, and 
baler, 

One of the most modern LPG 
fired hop plants in the Northwest 
was completed and put in servic: 
last year by C. D. Baum, of Moxes 


Wash. His operation is about a 
completely mechanized as any in ex 
istence, yet it requires a crew ol 
20, including those on the harvest 


ing machines. Last year it required 


20 days to handle the crop from 65 


be \\ 


acres. 





Fuel for the drying kiln comes from two 2000 gal. tanks and a 70 cfh vaporizer. 





Hop processing plant— 
at right 


Above, the drying bin is 
filled to a depth of 40 in.; 
controlled heat at 135°F 
finishes drying in 8 to 10 
hours 


Right, automatic safety 
controls on burner and 
blower shut everything 
down when anything goes 
wrong with gas, electric, or 


blower systems. 
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The hop vines grow to a length 
of 20 to 25 ft, and are trained up 
on wire trellises 16 ft above the 
ground. In harvesting, the vines 
are cut off at the ground and taken 
to the picking machine, where the 
seed pods are taken off by mechan- 
ical fingers. The hops fall on a 
conveyor. After mechanical clean- 
ing to take out the leaves, the 
pods move by endless belt to the 
dryer, with women stationed en 
route to take out the imperfect 
pods. 

The dryers (still called kilns be- 
cause their predecessors were) con- 
sist of two sections, each 16 by 32 
ft. The floors are slatted, and are 
covered with heavy open mesh bur- 
lap through which the heated air 
is admitted to the pile of fresh 
hops. The pods are leveled off at a 
depth of 40 in., and the full charge 
makes 10 bales, or one ton, when 
cured. The drying starts with in- 
coming air at 135° F, and a static 
pressure of 1 to 114 in. This pres- 
sure is cut down about one-half 
when the hops are nearly dry. 
Early in the season the drying time 
is approximately 10 hours. Toward 
the end of the harvest the hops con- 
tain less moisture, and the drying 
time can be cut to 8 hours. The 
old type solid fuel kilns required 
from 18 to 20 hours. 

Heat is supplied by individual 
burners and blowers for each of the 
two bins. The burners are Ransome 
Model V-4, with input of 3.8 million 
Btu at 15 psi on the fuel lines. 
They feed directly into Sturtevant 
blowers which move 32,000 cfm of 
air against the normal static pres- 
sure. There is a sensitive thermo- 
static modulating valve on each 
burner, and complete automatic 
safety devices shut off the gas and 
the blower motors if anything goes 
wrong, such as overheating, pilot 
outage, interruption of gas flow, or 
power failure. This installation 
was made by Arthur E. (Bub) 
Tenasse of Sunnyside Sheet Metal 
Works, Sunnyside, Wash. 

Fuel comes from two 2000 gal 
tanks connected with a Mitchell 70 
vaporizer, installed by Universal 
Gas and Service Co., Toppenish. 
This company also supplies the pro- 
pane to this and a number of other 
hop dryers in the Yakima and 
tributary valleys. s 
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+0 SAGGING 


Without the complete co-operation of your LP- 
Gas supplier your profits can sag. Customers of 
Sid Richardson Gasoline Co. know the actual 
meaning of complete co-operation. 


We have an outstanding record of delivery per- 
formance of top quality products. Our prices are 
always competitive. Our success depends entirely 
on the success of our customers. We have no 
company-owned or controlled wholesale or retail 
outlets competing with our customers for product 
and co-operation. 


Std Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING ° FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H.M. JOWES MARVIN L. DOSS H.L. SCHMIDLEY WILLIAM T. CARL RICHARD L. KLIWE 
5123 NO. NEW JERSEY 3310 SYCAMORE 665 ST. PAUL AVE 3105 DEWEY 1027 WEST LOCUST $T 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA, NEBRASKA DAVENPORT, [OWA 
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How to sell more L.P. gas: 


Study and use the two new all-year programs 


that start in BUTANE-PROPANE News next month— 


66 \V/ HAT the L.P. gas indus 
try needs most is a re 
vival of old fashioned — selling.” 
This has been the unanimous ver 
dict of the industry people who 
have attended the meetings of ap 
pliance manufacturers and dealers 
BUTANE - PROPANE 
Vews. Time after time this came 


sponsored — by 


up in the discussions. 

Industry attention has been fo 
cussed more on “promotion” than 
Excellent 
programs are now being carried 


on selling. promotion 
out, and more are in the making 
In view of the competition, we do 
not think this is being overdone. 
We actually believe that more pro- 
motion is needed. But promotion 
Promo 
the begin- 
in getting the neces 


alone will not do the job. 
tion is just one step 
ning step 
sary job done, 
Promotion can only create the 
willingness to buy gas and gas ap 
pliances By itself it does not 
create sales. Nothing happens un 
With 


exceptions, sales are 


til someone makes a_ sale 
very rare 
result of 


made as the personal 


interviews between salesmen and 
prospective purchasers. As an in 
dustry we do not do enough sell 
ing. We do not have enough man 
power out on the selling job. We 
do not spend enough time selling 
our products and services 

We are being outsold by the elec 
trical industry because they have 
us beat in both organization and 
manpower. In these respects the 
electric industry is set up so it 
has a natural advantage. It’s op 
erating companies are larger—in 
nearly all cases large enough to 
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SALES TRAINING & SALES MANAGEMENT 


have sales departments that do 
nothing but sell. It has sales man- 
agers who have nothing to do but 
supervise and direct the selling, 
and create programs for increas- 
ing sales. It also has closer indus- 
try organization and more com- 
plete interchange of ideas. 

We have an industry composed 
primarily of small operating units, 
in which selling is a part-time ac- 
tivity of people who must function 
in many other jobs. Sales do not 
just happen they must be made, 
and that takes time. Planning a 
sales program takes time. Train- 
ing men and women to sell takes 
time. Training the rest of the 
company employees to support the 
program, and seeing tha‘ 
they give the support, takes time. 


sales 


In the many companies that make 
up our industry there is a_ tre- 
mendous duplication of effort that 
could be partially relieved if por- 
tions of the time-consuming activi- 
ties could be done in a central 
place, and the results distributed 
to the various operating compa- 
nies throughout the industry. 

An industry magazine is in an 
excellent position to carry the part 
of the load that can be central- 
ized. We refer particularly to the 
planning, guidance, and training 
activities the work behind the 
BUTANI 
Vews know that we can 


actual selling. We = on 
PROPANI 
do this kind of job for the indus- 
try, because we have already done 
a similar job in connection with 
Safety Training. We planned and 
developed that 
manager who did not have the time 


or the facilities to do the job for 


program for the 


himself. We proved that there are 
great advantages in having such a 
job done by the publication of such 
a program on a regular month-by- 
month basis in a magazine that 
reaches the entire industry. All 
the planning and preparation were 
done for the dealer. Everybody 
had the program, and there was 
nothing extra to buy. 

In connection with the indus- 
try’s sales problem there are two 
jobs to be done. First, we must 
do more selling. Whether this is 
accomplished by more effective 
selling by present staffs, or by the 
employment of additional person- 
nel, it calls for a sales training 
program that reaches the entire 
industry. To reach its greatest ef- 
fectiveness, the program 
must be carried out in a syste- 
matic, organized and imaginative 
manner. This is sales management. 
It is essential in every sales or- 
ganization from the largest clear 
down to the “one man depart- 
ment.”” An un-managed program 
is always haphazard, bungling, 
time-wasting and _ inefficient. 


sales 


This is a double barreled assign- 
ment, and BUTANE-PROPANE News 
is going to pull both triggers. Be- 
ginning in September and continu 
ing for a full year, we will present 
two series of monthly articles, one 
on sales training and the other on 
sales management. Because the 
domestic gas load is the backbone 
of the business these articles will 
be built around the problems of 
selling gas and gas appliances. We 
will provide a lot of ammunition, 
and help you learn to shoot. # 
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INVESTED IN YOUR LP-GAS BUSINESS... 


Perel tw’ 





Beaird has spent a whopping big $263,990.85 
during the past five years merchandising LP- 


Gas for you. 
ore , Hees fe: 


¥e 


4 


NATIONAL MAGAZINE ADVERTISING TELEVISION 


Fas yomaga farry 


pub atior 


DIRECT MAIL SUPPORT 
tuffer elf-rmaitiers and folde 
POINT OF SALE 
NEWSPAPERS Window banners, store signs, streamers, baticons, 


Complete mat se varts and colorful product literature 


he urd Hard Hlittan \lerchandising program hia helped Le 
Gas become the preferred fuel of more and more farm and 
uburban home owners ...and_ these presold new users have 


wide Beaird LP-Gas systems first in sales from coast to coast 


That's why Beaird dealers make more profit .. With less sales 
effort and why Beaird is a better deal for dealers 





Highest Quality UL Approved Construction ¢ Fast Jet 
Filling e Moisture-Free-Complete Dehydration ¢ Attractive 
emacmisciigghtnanassin ‘Weatherweld’’ Enamel Finish e Sturdy Lifting Lugs e 
FINEST SVSTEM 
MONEY WILL BUY Weather Tight Dome e Profit Plan Financing e Conveni- 
ently located Stocking Points e Complete Range of Sizes 





Put this Quarter-million dollar investment to work for you 
Your Beaird Representative has the whole sales-producing 


"a 
BE AIRD story ...see him or write today. 





LP-GAS & NH-3 EQUIPMENT 
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M ANAGEMENT has seven 
particular responsibilities in 


today’s competitive market which 
should bear special attention. | 
should like first to list them and 
then tell how we at Gas Inc. handle 
tnem 

In order of importance, the seven 
responsibilities are: 

1. Management’s responsibility to 
the customer 


2. Management’s responsibility to 


employees 


3. Management’s responsibility t 
stockholders or owners 

1. Management’s responsibility to 
the community 


5. Management’s responsibility t 
the L. P. gas industry 

6. Management’s responsibility to 
political government 

7. Management’s responsibility to 
competitors, both within and 
without the industry. 

This listing sounds more like a 
plan for a public relations program 
than it does as a partial listing of 


When John Stone delivered his 
paper "Management's Responsi- 
bilities in a Competitive Mar- 
ket" before the Marketer's Sec- 
tion of the national LPGA con- 
vention in Chicago last May, 
your editors selected it as one 
of the high spots of the entire 
convention. We felt that the 
ideas should be presented to 
every L. P. gas dealer in the na- 
tion. This is an adaptation of 
Mr. Stone's talk. 
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Management's 


By JOHN D. STONE + Gas Inc., 





great responsibilities 


a specific bill of management re 
Actually, there l 
ery little difference between good 


ponsibilities 
management and good public re 
lations. Good management help 
reed good public relation and 
ometimes even the reverse ha 
good effects. 





1. Management’s responsibility 


to the customer 


Kvery L. P. gas marketer owe 
t to his consumers, each and eve 
one, to see that they get the be 


rst cal 


possible service, from the f 


made by the salesman to the actual 
installation, servicing of the in 
stallation, subsequent servicing of 
appliances, and future consume) 
contacts. 

The salesman must not onl 
know how to sell himself, his 
product and his company but he 
must know installation require 
ments and how to accurately, but 
honestly, make comparisons with 
other fuels. I mention “honestly” 
because it is so easy to mislead a 
prospect and when one is misled 
that prospect has been lied to; the 
loss of respect for your company 
goes without saying. 

Like others, we find one of the 
best ways to help train a salesman 
is to send him out on an installa 


...and how Gas Inc. is facing them 


; 


ion truck for a few days, then a 
few on a delivery truck, both bulk 
and cylinder, and finally on an 
ipplance installation truck. This 
elps to reduce those telephone call 

letter vhich tart off “your 

ilesman told me. . 

Your consumers deserve, and it 
is your responsibility to see that 
they get, a safe, legal, and efficient 
installation. It is incredible that in 
this year of 1957 we should still be 
talking about safe, legal installa 
tion I use the term “legal” be 
cause so many of the several state 
have adopted pamphlet 58 and have 
made it statute law. 

Even if your state has not made 
the provisions of pamphlet 58 a 
legal requirement you should neve 
permit an installation to be made 
that does not meet every single re 
quirement of these recommenda 
tions. I get awfully tired of hear 
ing some of the older and larger 
marketers preach about their vir 
tues and then finding installations 
in direct violation of the code set 
up by the National Fire Protection 
Association and the Board of Un 
derwriters. There are hundreds of 

ich installations in existence in 
our section of the country and many 
of them have been made within the 
past year. It should not be neces 
sary to tell you what will happen 
if these flagrant violations continue 
Not only may we be penalized by 
insurance carriers and not only may 
stricter and distasteful statues be 
enacted but our competitors will 
make justifiable use of our own 
lack of vigilance and responsibility 

Your customer deserves, and 
should get, proper instruction in 
the use of appliances. If your in 
stallation men are not capable of 
yviving this proper instruction then 





5| 





it should be 
competent person in your organiza- 
tion, or if yours is a small firm, 
perhaps by yourself. Unless a cus- 
tomer knows how to utilize the 
many advantages of a modern gas 
appliance he or she will not be a 
fully satisfied customer and will be 
more susceptible to the claims of 
our competitors, 

It is your responsibility to make 
certain that your customers get 


done by some other 


adequate and proper service and 
that an employee of yours is fully 
and properly trained in all phases 
of L. P. gas operation. 

It is your responsibility to so 
price your commodity that it will 
permit you to make a fair and rea- 
sonable profit, provide funds for 
maintenance of your plant and cus- 
tomers’ equipment, allow a portion 
for training of employees, and per 
mit you to expand as your business 
grows. The discount marketer, the 
cut price dealer, cannot possibly do 
all these things and everyone of 
you have seen evidence of this. 
Obviously, you can’t try the other 
extreme without unnecessarily 
penalizing your growth. 


2. Management’s responsibility 
to the employees 


The second item is management’s 
responsibility to his employees. 
This ranks second only to responsi- 
bility to the customer. While I re- 
fuse to comment on the part labor 
unions play in present day manage- 
ment I will be first to state that 
employees must be made to feel 
and to realize that they are a part, 
and a very important part, of any 
business, particularly this one of 
ours, 

Persons who direct the affairs of 
an L. P. retail gas business must 
spend time and money to train 
members of their organization. This 
training is a constant, recurring 
demand on us. We can’t expose an 
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employee briefly to any subject and 
then expect him or her to be aware 
of changes, improvements, and new 
methods. 

So many managers think that if 
an employee is asked to work only 
40 hours a week, if time off is pro- 
vided on holidays, and some sort 
of insurance is provided or made 
available, all in addition to an 
annual vacation, that there is no 
further accounting as far as em- 
ployees are concerned. How very 
wrong is this shortsightedness. 
Every man is secretly anxious to 
display his highest degree of skill 
or ability and each will respond 
generously when given the oppor- 
tunity. 

We find that brief meetings for 
all employees are helpful where the 
subject is of general concern. For 
specific information necessary to 
only part of our organization we 
find sectional or department meet- 
ings ideal. Never end a meeting 
without sincerely asking if there 
Make your 
don’t ask, to appease 
your conscience, in a manner that 
defies anyone to ask a question or 
to interrogate the speaker or in- 
structor, or to examine the ac- 
curacy of a remark. 

One of the most important sub- 
jects of instruction for employees 
should concern safety and yet how 
often safety is left to look after 
itself. The unfortunate part is that 
it rarely looks after itself and when 
ignored or denied has a way of 


are questions. voice 


convincing 


embarrassing management by ac- 
cidents that are so easily prevented. 

Some months back there was a 
serious gas explosion in our head- 
quarters city caused, undeniably, 
by propane gas. The property 
damage was very extensive and the 
resultant publicity was harmful to 
all L. P. gas retailers. The facts 
A cylinder deliveryman 
was instructed to deliver a cylinder 
of gas to an address prior to the 
arrival of a new tenant. The house 
was unoccupied and the two cylin- 
ders on the property were empty. 
The workman installed a new cylin- 
der, turned on the gas and left. 
Several hours later an electric re- 
frigerator motor started and the 
resultant explosion completely de- 
molished the house. Subsequent in- 
vestigation disclosed that the range, 
sole gas appliance in the building, 


were these: 


was not connected and the gas line 
was completely open to the room. 
This was such a needless waste of 
property. Had this deliveryman re- 
ceived even the barest instruction 
he would have known better than 
to turn on gas to an installation 
that was out of gas when he could 
not gain entrance to the building. 
Barring even this rudimentary 
knowledge his ears should have told 
him that the immediate heavy flow 
of gas was uncommon. The un- 
favorable remaining item is that 
the insurance company which paid 
the claim of the house owner now 
pending 
against the dealer’s insurance 
carrier. They contend that the 
dealer was negligent and is respon- 


has a subrogation case 


sible. Of course he is responsible. 
The dealer failed his employee and 
he failed his customer. Perhaps it 
is unnecessary to tell you that the 
prospective tenant of the house that 
was blown apart is now using elec- 
tricity at another location; and it 
is perhaps equally unnecessary to 
tell you that several home owners 
in the immediate neighborhood can- 
celled their consumer agreements 
for L. P. gas with other companies 
in no way connected with this un- 
fortunate accident. 

As to discharging our responsi- 
bility toward the matter of safety, 
we hold frequent and regular 
classes with our servicemen on this 
subject alone. At the time of its 
appearance we purchased for each 
male employee a copy of Carl 
Abell’s recent book entitled “Safety 
” | recom- 
mend it highly and find its use as 
a texbook most advantageous. 


is Everybody’s Business. 


Seriously consider, if you wish 
to discharge your responsibility to 
your employees, the value of spe- 
cial rewards in the form of cash 
bonus or other recognition for sub- 
mitting ideas or programs that are 
worthwhile and usable. 
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3. Management’s responsibility 
to stockholders or owners 


The responsibility 
ment to 


of manage- 
stockholders or owners 
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Let the 
“safety spread” 
of United’s 


LP-gas reserves 
ASSURE 
your fuel supply! 





Other producing points in 
Minnesota and No. Dakota 


Who but UNITED guarantees your peace of mind next 
winter with aboveground and underground storage reserves 
like this? 

We spread our take from the gas fields across two dozen 
producing points in nine states to ASSURE our ability to 
deliver LP-gas on time, anywhere, no matter what! 


Nobody but nobody beats UNITED’s record! If super- 
dependability means anything to you at (brr!) below on a 
winter’s night—try UNITED and breathe easy. We have 
more than a gallon stowed away in available reserve for every 
gallon of gas we contract. 

UNITED controls the means of supply to you. One of the 
largest tankcar-transport fleets on wheels backs up our con- 
tract to ship your fuel. Quality standards and odorization 
control, of course—none finer. Our existence depends com 
pletely on keeping the bulk gas operator happy. That’s you! 


UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Bivd., Minneapolis 16, Minnesota 


R. J. BELL ROBERT E. HAUGEN 
1628 Thompson Avenue 901'/2 South Leland 
La Crosse, Wisconsin Des Moines, lowa 


ROBERT E. BOLKCOM~ G.L. STEPHENS 
805 South Lincoln McBirney Building 
Aberdeen, S. D. Tulsa, Oklahoma 
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5. 8. NAVICKAS HERB C. KOCH 
1] West St. Albans Road 4522 Haftner Drive 
Minneapolis 16, Minnesota Fort Wayne, Indiana 


W. A. STANGE JACK WORSHAM 
RFD No. 2, Box 337 Johnson News Agency Bidg 
Aurora, Illinois 300 E. indiana, Midland, Tex 








hould be pretty well established 
and clearly defined but this is not 
alwa\ the case. The laryver cor 
porations are required to furnish 
tockholders 
but most of this communication 

I have 


conduct or 


certain information to 


restricted to annual reports. 
no comments on busine 
record-keeping if yours is a cor 


Your board of director 


poration 


will see to these items and will un 


doubteal specify your responsi 
are the owner, or repre 
owners, then you at least 
ourself to operate yout 
for the yreatest good. One 
mportant part of this opera 
tion the keeping of adequate ree 
ords, records of uch detailed na 
ture that your banker can examine 
them and not have to ask any que 
tion Recently, an LPGA membe1 
was refused credit at his bank sim 
because his record were not 


in ich detail as to permit the 


This 


banker was not familiar with the 


banker to make him a loan 
L.. P. gas busine This particular 
LVG dealer was then highly indig 
nant toward this association be 
cause it had not publicized the L. P. 
yas business sufficiently for this 
banker to be aware of the industry. 
This buck passing isn’t helping any- 
one. Don’t be too ready to shift the 
burden of responsibility on to some 
one else, You may remember that 
the late Mayor of New York City, 
Fiorello H. LaGuardia, had a small 
sign on his desk which read, “the 
buck stops here.” If nothing else is 
accomplished by this presentation, 
1 would feel I had done a service to 
this industry if I could place a per 
manent mental sign in each person’s 
brain saying ‘“‘the buck stops here.” 

Our company handles this matter 
of record-keeping in a very satis- 
factory manner. Each month of the 
year we publish a complete operat 
ing report—not just a profit and 
loss statement but a complete report 
listing every phase of our opera 
tion. Thus we are equipped with a 
financial statement never more than 
80 days old and adequate for the 
largest or smallest banker who 
may have use of it. 

You also owe your stockholders 
and/or owners the satisfaction that 
comes from operating a dignified, 
reputable business whose ethics are 
on a par with any other industry. 
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1. Management’s responsibility 
to the community 


Whenever a business is started 
in or expanded to a new town, or 
vhen a change of owners or man 
agement occurs, the new person or 
versons are always quick to try to 
yet established, They want to be 
well known for the advantage it 
They 
join the country club, perhaps one 
of the 


else of a 


may bring to their business. 


ervice clubs, and anything 
social nature that they 
think they can use. If you asked 
most of them whether or not this 
concluded their responsibility to the 
community, most of them would an- 


wer with an emphatic “yes.”’ These 


things do not constitute responsi 
bility to the community. 

To maintain your responsibility 
to your community, it is necessary 
to conduct a place of business that 
your town or city can be proud of 
and to take an active rather than 
a passive part in community affairs. 
Get to know your town or city offi- 
cials, the superintendents and prin- 
cipals of your schools, the active 
persons in your religious groups of 
whatever denomination, the busi- 
Make 


yourself and your business a living 


ness leaders of your area. 
part of your community, giving as 
well as taking. 

On a wall in our office is a plaque, 
recently received, which reads in 
part, “For outstanding citizenship. 
Presented to the Executives and 
This award 
United Fund. 
When all of our people subscribed, 


Employees of Gas Ine.” 
was given by the 


as they usually do, we had no idea 
that the amount given or the fact 
that we were 100 per cent enrolled 
would entitle us to this award. We 
gave because we felt it to be our 
duty and because we are part of 
our city. We did not desire to shirk 
our responsibility to our commu- 
nity. 


Whenever you are called upon by 


any worthwhile organization, con- 
sider carefully before turning them 
down, especially if the group is 
made up of boys and/or girls. These 
are our citizens of tomorrow. These 
are our -homemakers, our service 
and installation men and the ones 
to be 
Don’t pass the buck again to some- 
Don’t 


classified as management. 


one else “let George do “;* 


You do it. 


5. Management’s responsibility 
to the L. P. gas industry 


It’s a shame that so many people 
in this industry feel that once they 
are established, successfully or not, 
they are on their own and they don’t 
owe anyone in the L. P. gas busi- 
ness a thing, including a kind word. 
Oh for the power to penetrate some 
of these small minds. If some of the 
early founders of this business had 
taken this attitude, it would still be 
a small or a dead business. No one 
man can design, build or improve 
equipment, conduct experiments, 
make sales plans, obtain customers, 
write advertising, provide money, 
modernize appliances, or do all the 
many things necessary to put L. P. 
yas in usable form in your cus 
tomer’s home. If one man could do 
all this, wouldn’t he be a lonely soul 

there would be no one for him 
to exchange a single idea with—no 
one to answer a question of doubt 
or concern, 

This industry, like so many others, 
is built on cooperation, exchange of 
mutual trust. 
these three things are understood 


ideas, and Unless 
and fostered, we cannot expect a 
very great future for our highly re- 
spected place in the growth of our 
country. 

If yours is a large marketing 
firm retailing through a dealer or- 
ganization, take your responsibility 
to these dealers seriously because 
their conduct is what makes or 
breaks public opinion—and public 
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OYAL CON 
SERIES VENTED | 7 

CIRCULATOR HEATERS — 
12 Models 





FURNACE-TYPE 
LOWER Snaps in 
i left hand side, 
discharges warm air at 
“i floor level. Adjustable 
gE louvres warm air 
flow to 





NEW! Die-formed combustion chamber 


eliminates noise = =%: ROYAL GAS 
: , a ae : CIRCULATOR 
Famous Royal cast-iron Lifetime burners an HEATERS 


i Bees ® Unvented 
Designer-styled futurama look om a> 7 Models 








Coppertex baked-on enamel finish 
Complete, priced-right line 


ALL MODELS A. G. A. APPROVED 


ROYAL COOL 
CABINET GAS 
CIRCULATOR 
HEATERS 
Unvented 
2 Models 
4 
RADIANT GAS 
HEATERS LOGS FOR FREE CATALOG, 


7 Models 4 Models Mail us this ad and your letterhead 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE 
Since 1891 
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opinion can make or break you, no 
matter how large or how rich your 
company may be 

You owe it to yourself, as well as 
to your industry, to sell your prod 
uct at a price that will allow and 
permit you to do the many things 
you should be doing to make this a 
good industry. In a recent issue of 
Building Supply News there was a 
very excellent cartoon. Two tramps 
were riding in a box car as unin 
vited guests of the railroad. One 
was saying to the other “I knew I 
was selling at cost but I thought 
the volume would take care of me.” 
ome of the discount houses are 
now sorrowfully learning this les 
on, 

You owe it to the industry to 
take part in industry associations 
of which you may be a member. 
Don’t just pay lip service to the 
thoughts expressed and the work 
performed by others. Any trade as 
ociation can only be as good as 
you make it; and don’t think, for 
one minute, that when you are a 
member of such trade associations 
that you can pass your responsibil 
ities over and pass the buck furthe 


on 


6. Management’s responsibility 
to political government 


Karlier I mentioned illegal and 
improper installations. These in 
tallations are management’s re 

ponsibility to political government, 
as Well as to the consumer. Manage 


ment not only has a responsibility 


to political government in conform 
ing to present laws and regulations, 
but an equal responsibility to lend 
all aid to organized opposition to 
inequitable or harmful proposed 
legislation. The action taken by 
this association and some of. it 
members against the recently pro 
posed freight increases is an illus 
tration. Again, too few carried the 
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7. Management’s responsibility 


to competitors 


Most of what has been said up to 
now could properly be included in 
management’s responsibility to 
competitors, both within and with- 
out the industry. 

First let us concern ourselves 
within the industry. It is your di- 
rect charge to aid and assist your 
fellow gas men in any proposition 
that will promote good for all gas 
men. The Gas Unity program spon- 
sored jointly by AGA and LPGA is 
one case where you can not only 
help by giving support, but where 
you can reap benefits far in excess 
of your costs and efforts. 

In our section of the country we 
did not wait for our two associa- 
tions to pick up the ball for us—we 
started out, with little or no guid- 
ance, to sell an idea. We didn’t ex- 
pect to get paid for it or to reap any 
vreat benefits until the idea had 
started to pay off for all members. 
We formed the Merrimack Valley 
Gas Institute, made up of six util- 
ities (100 per cent), 10 L. P. gas 
companies (about 20 per cent) and 
17 manufacturers or manufacturer’s 
representatives. Now just 14 months 
old, we have had a working program 
under way for nearly nine months. 
Plans for expanding other ideas are 
now being ironed out. This was a 
grass roots experiment and while 
not new, it has spread to other sec- 
tions of the country. This, we feel, 
is a responsibility to our industry. 

| would like to see the exchange 
of information increase between 
members of the gas industry. I 
think the exchange of credit infor- 
mation could be a starting point. 
Speaking of credit, I am reminded 
of a story popular with the late 
Albin Barkley. A storekeeper had 
been carrying a certain farmer for 
years and years, through lean pe- 
riods and leaner ones. Finally, what 
with rising prices and subsidiza- 


tion, the farmer was at long last 
able to pay off. The accommodating 
storekeeper did not see him again 
for some time but did learn of his 
many purchases from other dealers. 
Finally one day they met and the 
storekeeper remonstrated with his 
“Now that you 
are buying for cash, why can’t I 
have some of your business? After 
all, I carried you along for years.” 
“Goshamighty Tom, I didn’t know 
you sold for cash!” I’ve seen some 
L. P. gas dealers like this. 

I believe a change is due in the 
marketer - dealer relationship. We 
are great believers in sincerity and 
we do not understand how a retail 
dealer can split his beliefs and di- 
vide his sales talks when he is sell- 
ing fuel other than gas along with 
gas. Our experience has proven to 
our satisfaction that dealers who 


former customer. 


sell gas and gas appliances only are 
far and away the best dealers. Their 
knowledge of gas is better, their 
service is infinitely superior and 
their loyalty is undivided. All of 
their efforts are directed to selling 
and servicing gas. They have no 
fuel oil deliveries to make, no gro- 
cery orders to put up, no paint to 
mix or glass to cut. 

These gas dealers know precisely 
what it costs to do business—com- 
bination dealers apparently do not. 
I will wager that an impartial poll 
would verify that consumers have 
yvreater faith in the gas expert and 
their opinion of gas dealers is 
higher than it is of combination 
dealers. Remember, if you will, 
what public opinion can do for any 
business. 

In spite of wishful thinking, we 
have a responsibility to our com- 
petitors outside our industry. We 
have a responsibility to be fair and 
truthful in our dealings and in 
pressing our claims. We also have 
the responsibility to bat our com- 
petitors’ ears off when he lies or 
conveniently misdirects the facts 
when talking about our product. 

We have the responsibility of 
showing our competitor outside this 
industry that we are alert, indus- 
trious, progressive, and ready to 
take our place on the merits of our 
product. We must make him realize 
that we don’t frighten easily, that 
we are united in our efforts and 
that we are really Partners in Prog- 


ress, a 
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Now! American’ W-45-LPG 
Welded Steelcase Meters 
for LP-Gas Service 


American’s entirely new series of Welded 
Steelcase Meters now brings to the indus- 
try an entirely new approach to the meas- 
urement of LP-Gas. 

The new W-45 incorporates hardcase- 
size, removable indexes for easy meter 
reading without clouding or discoloration 
of the index cover... isolated from pres- 
sure with a gas-tight, frictionless rubber 
grommet seal. Molded, one-piece lucite 
index box ends glass breakage problems. 

Designed and built to provide traditional 
American accuracy and dependability, the 
new steelcase meters incorporate these ad- 
ditional field-proven features: 


@ Sturdy, light weight, welded steeicase 
construction. 

@ Removable ‘“‘handhole’’ cover for easy 
meter accessibility — eliminates solder- 
ing. 

New lifetime corrosion protective coat: 
ing. 

Wall mounting brackets for ease of in- 
stallation. 

Accurate pilot light registration. 
Interchangeable straight reading or 
pointer-type indexes. 

Molded Duramic diaphragms and rein- 
forced flag rods. 

Synthetic grommet-type internal seals 
for positive leak protection and mini- 
mum friction. 

Oil impregnated, porous bronze bush- 
ings. 

Modern styling assures ready customer 
acceptance. 








MODEL W-45-LPG Rated capacity 45 cfh 
propane at 1% inch w.c. differential—5 psi 
working pressure—!/4 inch F.P.T. connec: 


delphia. 





BUILD SALES AND PROFITS FASTER 
WITH LP-GAS METERED SERVICE 


Metered service has been vital to the success 
of many of the nation’s leading LP-Gas distrib 
utors. Write today and find out how you can 
benefit from metered service and build cus 
tomer confidence with LP-Gas meters. Ask for 
American's booklet ‘‘'Guide to LP-Gas Metered 
Service,”’ or consult your American Meter reo 
resentative. 

















GENERAL SALES OFFICE Philadelphia 16, Penna 


® Albany Alhambra Atlanta Baltimore Birmingham 
Boston Chicago Dallas Denver trie Houston 
Kansas City Los Angeles Minneapolis New York 


METER COMPANY Omaha Pittsburgh San francisco. Seattie Tulsa Wynnewood 


IN CANADA. Canadian Meter Company, Ltd. Milton, Ontario 
INCORPORATED (ESTABLISHED 1836 Calgary - Edmonton «| Regina 


“— GA NDUSTRY for Wwoncase Timmed Steelcase A 
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YOU CAN WIN $25...$15... or $10 





JUST TELL US, in about 500 words, how you use maga- 
tine articles to help you sell LPG installations, conver- 


sions or appliances. 


IN JANUARY OF THIS YEAR, BUTANE-PROPANE 
News told you how you could use magazine articles to 
increase your sales and profits. For many years we 
have published articles helpful in making sales. We have 
now developed a special type of article that is even more 
helpful. 





NOW WE WANT TO KNOW how well these articles 
are working. Have you been making use of them? How 
have you been doing it? What have the results been? 
Will you take a few minutes to tell us and your fellow 
LPG dealers about it while making a few extra dollars 


for yourself? 





HERE'S ALL YOU HAVE TO DO! Write down your 
experiences in using magazine articles to help you sell. 
Tell how you use them and what results your methods 
have had. Give one or more actual experiences. Use 
about 500 words. Then send the information to Sales 
Builder Contest, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





OUR EDITORS WILL JUDGE the letters and select 
what we consider to be the three best. The writers will 
receive cash awards of $25 for Ist place, $15 for 2nd 
place, and $10 for 3rd place. The winning letters will 
be published under the writer's name in our feature 
section. 











Deadline for mailing entries: August 31, 1957 
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You can 





VAROR 


tee 
COMPRESSED GAS 


 INFLAMMABLE 


Bean Minis 


From Refinery to Bulk Storage Plant you make 
PROFIT-HAULS with Scovosg Blimp or Step-down Transports 


The operator who demands only the finest can be sure of profitable performance from any of the new 
series, Economy Payloader Transports. Built of lightweight, highest tensile steel obtainable (85,000 or 
105,000 psi), these new Payloaders give you bigger profit-hauls. You'll like the new Payloader’s perfect 
balance and roadability. What's more, you'll like the new low prices! Yes, you can pull out of the red 
with Economy LPG Equipment! Write, phone or wire for details 


Ecouomy FEATURES 


. Engineered and designed for perfect load distribution to com 6. Rotary Gauge thermo-well recessed 
ply with existing State Laws 7. Newest model Reyco lightweight Tandem Unit with air or 
. latest ASME code and ICC construction vacuum brakes 
+ 250-lbs. per square inch working pressure, X-ray (Perfect Weld) 8. Strong, equally spaced boffles to prevent surging of load 
and Stress Relieved for Max-Payloaders 9. ICC vapor proof lighting, standard color code wiring in 
+ Highest tensile steel obtainable (85,000 or 105,000 psi) copper tube and conduit 
. Relief valves recessed for maximum safety 10. Two coats of white enamel over primer ao beautiful finish 


Prompt Delivery — Most Items In Stock 


BE SURE TO GET ! FINANCING AVAILABLE 
OUR NEW LOW PRICES! FOR APPROVED DEALERS 


DALLAS TANK COMPANY, Inc. 
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LPGA load balancing committee, (left to right) D. W. Reber and 
Med Serif, LP-Gas Magazine, New York; T. C. Ryce, Parlett Gas 
Co., Waldorf, Md.; A. L. Beck, Tuloma Gas Products, Tulsa, Okla.; 
C. F. Butterworth, Acme Carburetion, Mankato, Minn.; W. R. Lund, 
Warren Petroleum Corp., Tulsa, Okla.; P. Fannin, Suburban Gas 


Service, Upland, Callif.; 


E. W. Schrage, chairman, Thermogas Co., 


Allison, lowa; M. M. Romanek, LPGA, Chicago; R. E. Barnes, Ameri- 
can Liquid Gas Corp., Los Angeles; J. W. Hardie, Home Gas & 


Appliance Co., Tucson, Ariz.; 


G. Haas, Rapid-Thermogas Co., Des 


Moines. lowa; R. Meisenbach, J. B. Beaird Co., Shreveport, La.; R. 


Strawn 


Agricultural Equipment Corp., LaJunta, 


Carl Abel, BUTANE-PROPANE News, Los Angeles. 


LPGA load balancing division 
shifts into gear in Chicago 


je load balancing division of 


the marketers 
LPGA got off to a flying start at 
a meeting held during the annual 
convention May 14. Represented 
among the 15 who attended the 
session were LPG producers, mar- 
keters, equipment manufacturers 
and the industry press 
Much of the meeting time was 
and means 


devoted to WiVs to pro 


mote the development and di 
semination of accurate informa 
tion On Various agricultural uses 
of LPG through the agricultural 
agencies operated by government 
federal, state, and county. It 
was pointed out that a great many 
farmers are reluctant to take up 
new and unproved farming prac 
tices, and that the quickest way to 
their 


through the farm advisor and ex 


speed sup acceptance — is 
tension services 

The electric and chemical indus 
already made 


tries have great 


strides through their work with 
the experiment stations and the 
above named services. Our indus- 
try has great need for more and 
better experimental and test work 
by the stations and colleges. 
Several members of the group 
results 


reported very favorable 


from their personal contacts and 


60 


section of 


work with the colleges and experi- 
ment stations. It was emphasized 
that it is desirable to supply test 
equipment as well as guidance in 
its use. LPG weed control equip- 
ment might be turned over for 
testing to a man who is quite fa- 
miliar with chemical control, but 
knows nothing at all about the use 
of flame. With neither knowledge 
or guidance in the use of the LPG 
equipment, his results might be 
much less favorable than those 
shown regularly by the factory 
representatives or dealers who 
have learned how to use the equip- 
ment. 

A survey had been conducted 
prior to the meeting to determine 
which agricultural colleges had 
done work on LPG research, and 
been is- 


what publications had 





Regular readers will recall that 
the load balancing division of 
LPGA grew out of industry in- 
terest spurred by an editorial in 
the February 1955 issue of 
BUTANE - PROPANE News. We 
are pleased to report that it is 
now functioning. 





Colo; and 


sued. There is a limited amount 
f this material, some of which is 
yut of date and even out of print. 
Several of these colleges indicated 
willingness to work with our in- 
dustry on special research. There 
was a general tendency to request 
financial aid, either as funds to 
help conduct special tests, or as 
grants or scholarships to support 
advanced or graduate students in 
the conduct of research projects 
of benefit to our industry. A spe- 
cial subcommittee will be appoint- 
ed to work on such matters. 

A program to assemble available 
published information and to pro- 
vide a bibliography of pertinent 
material was outlined. The two 
editors of industry magazines who 
were present offered to work up 
and supply lists of articles on load 
balancing subjects which had ap- 
peared in their publications. (The 
BUTANE - PROPANE News list will 
be published in the September is- 
sue.) 

Additional 
included the method by which a 
farmer can be reimbursed by the 
a portion of his 
weed control costs, the current 


subjects discussed 


government for 
status of gas air conditioning, and 
the current rapid spread of crop 


drying with gas heat. a 
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Texaco LP-Gas 
Vance 


Keen distributors, who have signed other well-known Texaco prod- 
up, already are finding Texaco ucts as Sky Chief gasoline, 
LP-Gas has immediate acceptance. Havoline Motor Oil, Marfak, etc. 

This is not surprising since this Texaco LP-Gas is produced in 
product bears the famous nation- 25 strategically located areas and 
ally known Texaco trade-mark is delivered in a brand new fleet 





and matches the quality of such of tank cars. 


- 
Distributor Benefits 


Thus, distributors are assured of: 
A product of highest quality. 
Dependable supplies, for Texaco is one of the largest producers of LP-Gas. 
Efficient delivery service. 
4. Sound sales policies that mean worth-while profit. 


A few areas are still open for representation. If you are interested, write for 
details of Texaco’s special deal for distributors. 


You can count on 








my mee " 


i 


rt 
: 3 , es a3 3 * 
The Texas Company, LPG ion, P tox 2420, Philtower Building, Tulsa 2, Fh! 32 ii 


Oklahoma, Dlamond 3-41! 2 0 way, Lo les 15, California, TRinity 9271 
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Gas Unity progress seen 
at Salt Lake City meet 


the “for 
relations,” 65 


t) inity 1 
public 
ine, and L.P. gas rep 
agreed during a two 
Ith alt Lake 
meeting ‘ 
the Pacifle 
on and tne 
on 
headed wb 
Mack arland, 
director of PR outnern Counts 
t | : 


Chairman Jame ) 


Hlornia inged the 


ndusty init on two big job 
Phe first job i Oo make vas avail 
able eve) vhere, and the second, to 
present the true Tact about pa 
everywnere 

Slow but steady progre In pa 
unity Was revealed during a panel 


discu lon headed ih moderator 


W. R 


pervice, 


Mikula, 


chairman 


idenfaden urban Cra 

I pland, Calif.; Jack H 

Milwaukee Gas Light Co., 
f the Ga Unity ¢ 


Gas industry unity panel at AGA-PCGA 
public relations workshop in Salt Lake City 
(left to right) B. Marshall Willis, El Paso 
Natural Gas Co.; Howard D. White, LPGA 
William J. Boiley, Day & Night Manufac 
turing Co., Monrovia, Calif.; W. R. Siden 
Upland 
Mikula 


faden Suburbor yas)=6 Service 


Calif moderat< and Jack H 


chairman, Ges Un ty Committee 


BR. Marshall Willis, El Paso 
Natural Gas Co.; Howard D. 
White, LPGA; and William J. 
Bailey, Day & Night Manufactut 
ing Co., Monrovia, Calif. Mr. Siden 
faden pointed to the fact that one 


mittee; 


it of eve} five wa custome! 
es L. P. ga 
J. Wilson Gaw 


irval Ga ( 0.: 


Washington Na 
Seattle, moderated a 

Municipal 
along with 
James J. Diesing, Kansa Nebra 
ka Natural Gas Co., and Frank C., 

ilivan, Southern California Ga 
(0 


panel on “Investor 


OQwnership of Gas,” 


It is not enough to do a good job, 
In addition, 
company must at every op 
identify itself with pri 


this group concluded 
the ga 
portunity 
ate enterprise, or promoters look 
ing for a quick profit will take 
over 

Panel membet aw a tremen 
dous need for gas companies to do 
a better telling job in their own 
communities and to show the pub 
lic =what 


vould cost them. The local mana 


municipal ownership 
yer is the key man in developing 


good community relations, they 
ivreed 
Walter C 
tie Gas Co. of California, moder- 
ated a discussion of “Public In- 
Activities to Promote 
a Safe Fuel.” 


featured by the com 


Prill, Southern Coun 


formation 
\cceptance of Gas a 
hi Wi 
pany’s dramatic demonstration of 


the “Properties of Natural Gas” 
which has been presented to fire 
and police departments throughout 
the country. 

Mr. Gaw was elected chairman 
of the next PR workshop in the 
western region and Mr. Willis was 
elected vice chairman. The work- 
shop program is part of the PAR 
Public Information Program of 
AGA. 


First Esso LPG storage 
well now in service 


The first well of Esso Standard 
Oil Co.’s 5-well underground stor- 
age project at Sorrento, La., went 
into service July 1. This well 
(W-3) is used for butane storage. 

The project includes five cavities 
in a salt dome formation and fur 
nishes storage capacity of approxi 
mately 1.1 million bbl. of butane, 
propane, ethylene and propylene. 

The pipelines and storage facili 
ties are being operated by Inter 
tate Oil Pipe Line Co. 


S & R Gas Co. drivers 
set a safety record 

Four employees of the Natchi- 
toches, La., branch of S & R Gas 
Co. were recently honored when 
the company owner, F. J. Rober- 
on, presented them with gold tie 
clasps in recognition for long, safe 
driving records. A_ total of 39 
driver-vears without an accident 
was divided as follows between the 
four men—D. B. Nation, 11 years; 
C, C. Osborn, 10 
Berry and Boyd 
each. (This also looks like some- 
thing of a record for low turn- 
over of help. 

The company capitalized on this 
unusual safety record in a_ two- 


years; James 


Rains, 9 years 


column, 11 in. advertisement call- 
ing public attention to the safe, 


reliable service. 


Ruud Institute holds 
"field" school for reps. 

For the first time in its history, 
the Ruud Institute of Commercial 
Gas Water Heater Engineering re- 
cently held a “field” school for 
L. P. gas representatives and 
other utility and public health per- 
sonnel, 

Miami, Fla., was the 
this L. P. gas school 
more than 20 others attended in 
recent months at the Ruud Manu 
facturing Co., Kalamazoo, Mich., 
by approximately 400 L. P. gas and 


scene of 
identical to 
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It’s easier to sell 
when it is obviously better! 


Demonstrate 


GAS AREA HEATERS 


with 

| ( fj 
_ AWLWARL -FLOW 
Cea V 
1 VZY¥eCY LA 70a 
| ee 
| Home filling warmth is a benesi yer want 

Dearborn Forward-Flow Circulation assure ted baffle and 


louver construction force Varm air out int he 1 f vhere 


it circulates in the living area and is not wasted on heating the 





ceiling This Fe ird-Flow Circulation also prevent vall and 


ceiling smudge another sales appeal that is hard to beat 


Other Dearborn “Sells Itself” 
points of quality: 
FEATURE. Cool Safety Cabinet. Patent 


keeps hot ai 
BENEFITS: Safety, especially with childre 


of the heater; cool air 


ing heater nea A curtair and use 


FEATURE. Glo-Brite Radiants. Engine: é 
radiant heat. Che ed from top to botton 
heat throu it the entire roon Designed f 
BENEFIT ¢ iting infra-red heat ti 

. , . ‘ ‘ without overheating the room 

There is more profit in quality .. . when it sells itself. ; 
These five easily demonstrated points of quality (and the FEATURI High Cro 
consumer benefits connected with each) have helped on an arched surlace 
Dearborn dealers sell over 2,000,000 heaters more thar BENEFITS: Efficient heat 
any other make. By selling quality, they have go 


more profit and a satisfied customer on each sale 


wn Burners. Bi; 


f circulatior 


FEATURE. Styling. « 
finish 


Let Dearborn quality help sell itself. Demor 
BENEFITS. G 


nected Dearborn on the sales floor. Get your 
sales, better profits show your customer 


DEARBORN STOVE COMPANY 


1700 WEST COMMERCE e DALLAS, TEXAS 
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A typical classroom scene at the first L. P. 
gas "field" school of the Ruud Institute of 
Commercial Gas Water Heating. The three- 
day school was similar to more than 20 
that have been held at Ruud's headquarters 


office and plant in Kalamazoo, Mich 





city gas as well as plumber retaile 
and wholesaler representatives. 
The sessions were designed to 
train Miami area L. P. gas and 
other personnel in correct specifi- 
cations and installation of commer- 
Clal gas water heaters. 
Attending were L. P 
entatives 


. gas repre 
from Jacksonville Gas 
Corp., Florida Public Utilities, 
Peoples Water & Gas Co., the 
Tampa Gas Co., and the Gas Oil 
Products Co., all of Miami, as well 
as Green’s Fuel of Florida Corp., 
Sarasota, 

In addition, 22 of the 28 inspec 
tors of the Dade County Health 
Department attended the three-day 
school. 

All types of commercial gas 
water heaters were gas—and water 

connected for student participa- 
tion in experiments. There were 
line demonstrations of typical hot 
water demands. Waters and gases 
were studied, with special empha- 
sis on cost. Common service prob 
lems and their solutions were also 
reviewed. 

R. N. Spear, Ruud commercial 
sales manager, was in charge of 
all classroom sessions. Assisting 
Mr. Spear were A. L. Rothrum, 
Ruud district manager, Jackson- 
ville, Fla., and William R. Seith, 
Ruud south Florida representative. 

In addition to the Miami school, 
another Institute course was held 
in Tampa. L. P. gas personnel from 
Tamgas division of the Tampa Gas 
Co, attended this meeting, includ- 
ing William Bennett, the firm’s 
commercial manager; three com- 
mercial representatives; Marlon 
Gabel, Tampa _ sales’ manager; 
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Mark Brown, Tampa service super- 
intendent; and many other repre- 
sentatives of the company. Also in 
attendance were representatives of 
a leading restaurant supply organ- 
ization, and others from plumbing, 
engineering and public — health 
fields. 


Term “hydronics” used for 
uses of controlled water 


Taking note of the tremendous 
growth of the science of heating 
and cooling with water, the Insti- 
tute of Boiler & Radiator Manu- 
facturers proposed recently that a 
new name, hydronics, be adopted 
by the industry. 

Introduced by Edward F. Ford, 
chairman of an IBR committee, at 
the group’s annual meeting, hy- 
dronics was described by the 
speaker as one that more clearly 
identifies the multitude of uses of 
controlled water for heating and 
cooling. 

Hydronics was offered by the 
committee after consultation with 
a number of engineers, manufac- 
turers, and even language special- 
ists with the view to creating a 
word that was technically reflec- 
tive of the role of the industry, yet 
pleasant sounding and easy to re- 
member. 

Members of the committee along 
with Mr. Ford, national accounts 
manager, Bell & Gossett Co., are 
Robert W. Lear, general marketing 
manager, plumbing and heating di- 
vision, American-Standard; and 
Wilfred A. Burbine, director of 
heating sales, Crane Co. 


Calor Gas transport has 
9100 gal. net capacity 

One of the largest capacity LPG 
motor transport outfits ever pro- 
duced has been placed in service by 
Calor Gas Co., San Francisco. It 


has a net capacity of 9100 gal. of 
liquid gas. Many lightweight con- 
struction features have been in- 
corporated to increase the payload 
and still stay within the legal load 
limits. 

Use of high strength steel alloy 
for the construction of the tanks 
is an important feature of weight 
saving. Frameless design of the 
special Fruehauf trailer is another. 
High strength aluminum alloy has 
been used wherever possible to 
lighten both the truck and trailer. 
The motive unit consists of a 
Peterbilt truck with Hall-Scott 
engine operating on propane. 

Calor’s method of operation, 
worked out on the basis of factual 
economics, employs trucks for de- 
liveries up to 400 miles from the 
pick-up point. Rail cars are used 
for longer hauls. 


May gas heat and range 
shipments down from 1956 


GAMA reports that domestic gas 
range shipments in May totaled 
157,200 units, 12.5 per cent fewer 
than May a year ago. Shipments of 
gas-fired equipment for residential 
central heating were also lower 
than a year earlier. 

Edward R. Martin, GAMA di- 
rector of marketing and statistics, 
announced that for free-standing 
ranges, the May shipments were 
14.9 per cent lower than in the 
1956 month. He pointed out, how- 
ever, that part of the dip in free- 
standing ranges was offset by con- 
tinued gains in built-ins. Built-ins 
showed a 17.8 per cent increase. 

The five-month totals for both 
types of ranges was 815,100 units, 
9.9 per cent below the 904,300 fig- 
ure a year ago. 

For gas-fired furnaces of the 
forced warm air and gravity types, 
May shipments were down 17.1 per 
cent. Shipment of gas-fired boilers 
represented an 8.2 per cent gain, 
and gas conversion burners, used 
in changing existing heating sys- 
tems from other fuels to gas, ac- 
counted for 8300 units in May. 
This was a 30.8 per cent decline 
from the 12,000 total for the same 
month in 1956. 


Trinity Steel formally 
opens new facilities 

A special invitation was ex- 
tended to members of the L. P. gas 
industry to visit Trinity Steel Co.’s 
new plant on official opening day 
in Dallas, July 9. 

Mayor R. L. Thornton of Dallas 
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Mm Hackney deluxe unit with 
2170-gal. water capacity (pay 
load: 1795 gal. propane), full 
skirting and all cabinets. Other 
sizes available, equipped with 
or without side or rear cabinets 


Rear operating compartment, 
Allcontrolsaccessiblefromone 
position. Rear delivery mini- 
mizes truck maneuvering... 
dragging hose around truck in 
busy areas 


Hackney Tank Trucks 


.-- double-barreled for better stability... bigger pay loads 


Looking for a way to speed up your LP-Gas deliv- 
ery? Cover more territory ? Serve more customers? 
Then see how Hackney builds tank trucks for 
profit-making operation. 


Twin-barrel tanks utilize full truck width, dis- 
tribute weight for real stability. Built in accord- 
ance with ICC specs and the ASME Code (for 
250 Ib. pressure), Hackney trucks are ideal for 
out-of-state delivery. 


Hackney gives you all the features you need 
for fast delivery: 


e Centrally located controls. e ICC lighting with 
clamp-on connectors. @ Blow valve for easy 
strainer cleaning. @ Internal safety valve. @ Easily 
dismantled for service. @ Pressure gauge at pump 
discharge. @ Entire unit easily transferred to new 
chassis. 


Write for details. 


Pressed Steel Tank Company 


Manufacturer of Ha 


1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices pr 


fuel tanks for 


cylinders systems trucks and tractors lift truck tanks tank trucks bulk storage tanks 
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This aerial view of 15-acre location of 
Trinity Steel Co. shows the main offices in 
65,000 sq ft 


ground and maintenance garage 


foreground plant in back 





cut the steel ribbon at 10:00 a.m 
and festivities continued through 
out the day. Located at 4001 Irv 
ing Blvd., the new 
among the most modern and ad 
vanced of any 


facilities are 


imilar operations 
The new location prawls over 15 
acres in the heart of Dallas’ indus 
trial Trinity river district and fea 
ture main offices in a modern air 
conditioned building; a huge main 
tenance garage to service the fleet 
of 28 new tractor and trailer units; 
and the main plant, with over 65, 
000 sq ft 

Trinity 
plant 
served refreshment 


under one roof 
conducted tours of the 
throughout the day = and 


Pure Gas in extensive 
expansion program 

An extensive expansion program 
of hi 
is announced by Talmage Lovelady, 
president of Pure Gas Service Co 
of Worland, Wyo., and recently 
elected president of the LPGA 

The company last year completed 
its expansion into Douglas, Wyo., 
and ha established its 
eighth Wyo. 
Pure Gas ex 


company for the coming yeat 


recently 
outlet in Jackson, 
Later in the year, 
pects to put its ninth store in the 
Pinedale-Big Piney region 


The addition of three new out 


lets together with an expansion of 


sales in the older territories, has 
necessitated an expanded force in 
the general offices in Worland, Mr 
Lovelady reports. 

Latest addition to the staff is 
Robert W. Shively, who became di 
rector of public relations and sale 
promotion on July 1. 

Pure Gas Service Co., since its 
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organization in 1950, has grown to 
become the largest distributors of 
L.. P. gas in Wyoming, serving the 
Big Horn and Wind River Basins 
in northwestern Wyoming. The 
Douglas store has introduced Pure 
Gas to central Wyoming and the 
Jackson and Pinedale stores will 
extend the company’s trade area to 
the extreme western edge of the 
tate. 


National Council offers 
new dealer sales aid 


Another new dealer sales aid to 
help marketer members of the Na 
tional LP-Gas Council cash in on 
the Council’s consumer advertising 
has been announced by Frank Car 
penter, United Petroleum Gas Co. 
Council’ 
dealer sales aid committee. 

A 20 x 40 in. blowup of a Coun 
cil ad in Better Homes 
magazine has 


and chairman of the 


& Gardens 
been mailed to all 
marketer members. The blowup, in 
color for store display, identifies 
Council members with Council ad 
vertising in the top home magazine 
in the U. S. “As Seen in Better 
Hlome & Gardens” 


large type across the 


appears in 
magazine 
cover-type display piece to aid 
marketers in 


Couneil’s 


merchandising the 
advertising. 

Kach marketer member of the 
Council received one of the king 
ize display pieces at no charge. 
Additional copies can be secured 
from the Na 
Council. 


for 25 cents each 


tional LP-Gas 


Laundry factory sales up 
three per cent from April 


Domestic factory sales of home 


laundry appliances during May 
1957 were up 8 per cent from 
April, Guenther Baumgart, execu- 
tive director of AHLMA §an 


nounced recently. 


May sales, and cumulative sales 
for the first five months of 1957, 
were both down 20 per cent from 
the corresponding 1956 May and 
five-month periods. 

Total washer sales for May 
amounted to 254,195 units, 10 per 
cent greater than during April, 
although 19 per cent down from a 
year ago. 

Total dryer sales for May were 
$1,572 below 
April, and 43 per cent below May a 
year ago. Electric dryer sales for 
the month were down 25 per cent 
from April, and 49 per cent below 
a year ago. Gas units were down 
28 per cent from both April, and 
from May, 1956. 


units, 26 per cent 


Robertshaw builds new 
western research center 


Ground breaking ceremonies 
were held at Anaheim, Calif., re- 
cently preliminary to immediate 
construction of a $250,000 western 
research center by Robertshaw 
Fulton Controls Co. 

The new center will carry on 
basic and applied research in the 
fields of automatic controls for air 
conditioning, home heating, domes- 
tic and commercial water heating, 
cooking, food preservation and 
home laundering appliances. 

The five-acre site for the new 
facility faces on the Santa Ana 
Freeway, near Harbor Blvd. It 
will have 15,000 sq ft of floor 


space, 





More than 100 employees were honored re- 
cently with award dinners where gold service 
emblems were presented to commemorate 
five-year service anniversaries with the J. B 
Beaird Co. Inc. Ed Bartles, who has been 
a plant supervisor at Beaird since he joined 
the company 35 years ago, received his 
diamond studded service emblem from C. N 
Wibker, former vice president who retired 
a few months ago after 32 years of service 
Looking on is J. Pat Beaird, president, who 
received his 25-year pin at the dinner, 
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Transistorized Power Supply 
for both receiver and 
25-watt transmitter 


Long Life Transistors Replace the Vibrator... 
Reduce Maintenance and ‘‘Down-Time" 


Already famous for the lowest maintenance and operating costs in the 2-way 
mobile radio field, Motorola mobile radio is an even better investment now—with 
the T-POWER unit. The vibrator is gone! ... replaced by rugged long-life tran- 
sistors. Gone, too, is the problem of frequent vibrator replacement. Here is a 
mobile radio with an all-electronic power supply. 


New Mounting Flexibility with Plug-In Control Head 

..- Same Basic Unit can be Used for Front or Trunk Mounting 

With the T-POWER radio, you are no longer restricted to one type of mounting. 
Install the complete radio, with drawer unit and plug-in control head, for under- 
dash mounting. For rear mounting the same basic drawer unit can be installed in 
the trunk and connected by cable to a dash-mounted control head. And—the same 
basic drawer unit can be interchanged with the equivalent Motorola Twin-V trunk 
mount radio models operated from a 12-volt negative ground source. 


T-POWER radio is another example of Motorola’s continuing leadership in the 
practical application of transistors in mobile radio. Other tested and pfoved 
transistorized products include the Dynamic Microphone and Power Voice Speaker. 


Get all the facts. — Write now for literature with complete information. 


MOTOROLA Communications & Electronics, Inc. + 4501 Augusta Bivd., Chicago 51, Illinois - A Subsidiary of Motorola inc, 
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(sel-pac) 





Presents the 


UNI-PAC 


A new design in Multiple Purpose Valves... 





La ) 
SERIES 2000 ; ‘s 
$6\-5=> , 

For 1'%"" tank opening Pas) 


2000 
FILLING CAPACITY: 
42.3 GPM @ 
10 tb. diff 


LIQUID WITHDRAWAL 
29 GPM 


Your focal 
SEL-PAC representative 


Here is the Sel-Pac way of combining 

in one body its high capacity filler 

valve with back check and excess flow 

check, vapor return valve, service 

valve and fixed liquid level gauge. Pressure 
gauge and provision for 34” liquid 
withdrawal optional. Request specifications and 


prices today. 


Selwyn Pacific Company 


340 West Avenue 26, Los Angeles 31, Calif. 
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(Advertisement ) 


PENNY WISE AND 
POUND FOOLISH 


by 
GEORGE. R. 
POSTLEWAIT 
President 
SELwyn-Paciri 
COMPANY 


Do you really know the product you 
are selling—its characteristics—idiosyn- 
cracies—deceptions’ here are certain 
basic fundamentals which will cost you 
hard-earned dollars if you ignore them, 
whether you wish to admit it or not 

PENNY WISE: The day is cold so 
“I wont bother to purge the air out ot 
the new tank on this installation.” 

POUNDS FOOLISH: (1) The pump 
had to develop pressures as much as 
100 pounds higher to compress the air 
(2) The compressed air dropped its 
moisture, which later caused “freeze 
ups”. (3) A “service call back” was 
necessary to properly adjust burners, as 
first fuel drawn olf was not a true 
2500 B.T.U. fuel, due to compressed 
air in tank or cylinder. (Mixture got 
richer as air was drawn olf.) (4) 
Weather warmed up, increased pressure 
due to compressed air, caused reliet 
valve “to pop fuel loss—custemer 
dissatisfaction. 

PENNY WISE: “I guess 4 in. tub 
ing will do that job.” 

POUNDS FOOLISH: (1) Line too 
small causes pressure drop, resulting in 
inetlicient operation. (2) Pilot light 
outage. (3) Inability to add additional 
appliances (profit makers) at future 


jate. 

PENNY WISE: “I will single stage 
this job and save the cost of a tirst 
stage regulator ‘ 

POUNDS FOOLISH: (1) The extra 
size line needed to prevent pressure 
drop would have paid cost of first stage 
regulator. (2) Pilot outages, due to 
pressure fluctuations, would have been 
eliminated, (3) Other appliances could 
have been added to high pressure line 
(4) Service man turned down regulator 
adjusting spring to take care ot pres 
sure drop. Pressure going through me 
ter was at 14 in. water column, instead 
of 11 in. The difference in B.T.U.'s of 
ll in. and 14 in, pressure comes out of 
your profits, (The meter reads the 
same number of cubic feet in either 
case, which is the basis on which you 
are being paid.) (5) The freeze-up 
which occurred, resulting in the loss of 
a lot of chicks or ruined tobacco, et 
plus an expensive 10 or 15 mile trip 
and a dissatisfied or lost custome: 
would not have happened. 

PENNY WISE: “I will use this 
small direct linkage, high pressure reg 
ulator.” 

POUNDS FOOLISH: (1) Capacity 
was insufficient and caused “hum 
ming’. (2) Because of direct linkage 
there was no lever action to keep lock 
ups low. “High lock-up” permitted 
liquid to condense in line between the 
two regulators requiring service call 
and loss of fuel. (3) Water condensed 
in low inlet port of small regulator, 
causing freeze-up. (Large linkage type 
has straight through flow.) 

Many more examples of false econ 
omy practices could be listed if space 
permitted. 

ARE YOU A “PENNY WISE 
POUNDS FOOLISH” OPERATOR? 


SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
Los Angeles 31, California 
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An unusual feature is that a con 
temporary modern home will be 
built immediately adjacent to the 
research facility for environmental 
testing of the appliance control de 
vices developed there. 

Thomas Jeffers, an assistant vice 
president of Robertshaw - Fulton, 
has been named general manage 
of the new center. He was forme: 
ly with the company’s aeronautical 
division. 

At present, Robershaw main 
tains a research facility near the 
Los Angeles International Airport. 
This will be merged with the new 
western research center when con 
struction is completed 


A. ©. Smith exhibits at 
International Trade Fair 


A 65-gal. deluxe Permaglas wate: 
heater was one of the American 
consumer products to be shown for 
the first time behind the iron cur 
tain 

The showing, by the U. S. De 
partment of Commerce Interna 
tional Affairs Division, was held at 
the 26th International Trade Fair 
in Poznan, Poland, June 9-23, a 
cording to H. C. McClellan, assis 
tant secretary of Commerce for 
International Affairs. 

The water heater, manufactured 
by the Permaglas division of A. O 
Smith Corp., Kankakee, Ill, wa 
housed in the U. S. central exhibit 
Which emphasized individuals and 
family living 


Australia firm to make 
Fisher equipment 


K. R. D. Wolfe, vice president of 
special controls division of Fishe 
Governor Co., Marshalltown, Iowa 
has announced completion of a li 
censing agreement permitting C. ¢ 
Engineering Industries, Ltd., Svd 
ney, Australia, to mantfacture 


Fisher L. P. gas regulators and 
equipment in that country. 

Officials of the Australian com 
pany who were in Marshalltown 
recently conferring on the agree- 
ment were: N. F. Lillycrop, direc- 
tor and general manager; Geoffrey 
C, Bastow, associate director and 
general sales manager, and Jouh 
Bourke, executive engineer 


Great Northern buys 
Bibby's Pacific Propane 

Great Northern Gas _ Utilities 
Ltd. of Edmonton has purchased 
Bibby’s Pacific Propane Ltd. of 
British Columbia. The Bibby dis 
tribution plants are in south West 
minister, Penticton, Vernon, Kam 
loops, Terrace and on Vancouver 
Island at Nanaimo 

The acquired properties are in 
areas in which Great Northern's 
3. C. subsidiary, Rockgas Propane, 
does not have plants. As a result, 
au better service and market covet 
age will be achieved 

Great Northern also is inaug 
urating propane service in the 
Brandon area, Manitoba, where 
distribution of natural gas is ex 
pected later this year 


Algas equips 2 engines 
for operation on 3 fuels 


On the island of Tierra del Fuego 
off the southernmost tip of the 
country of Chile, the Empre Na 
clonal del Petroleo, Chile exclu 


ive petroleum company is produ 





Discussing foreign markets are these 
Weatherhead Co. foreign representatives 
(left to right) Carl Bacon, manager, Latin 
America operations Antonio Temprano, 
Havana, Cuba; Charles P. Kelsey, Weather 
head export manager Manuel Solares 
Havana; and B. B. Getchman, Weatherhead 


representative for South America 


squirment 
weeos 








LH Jamproof 65R 


Now Guarantees 
Straight Threads Every Time 


Revolutionary new 
TC (Truve-Centering) Workholder 
centers all pipe, even over or under size 


No more crooked threads! 65R pre-sets to size by 
turn of TC workholder gauge ring —tightens by 
palm-of-hand push on forged cam lever. All 3 jaws 
close together on pipe by one mechanical action. 


” or 


Straight threads, drip threads if desired, jamproof, 1’’ to 2 


with | set of dies, fast size change —only 65R offers you 
so much for your money. Buy it at your Supply House. 


P, S. The new TC workholder fits your present 65R! 


The Ridge Tool Company, Elyria, Ohio, U.S. A. 


Work-Saver Pipe Tc 


ing 12,000 bbl. of crude oil per day. 

In its expanding operation, thi 
country required two industrial en- 
vines to operate water pumps at 
various locations. Because of the 
availability of natural gas in some 
places and propane in others, it 
was desired to operate these en 
gines on either of these two fuel 
as well as gasoline in order to con- 
serve the use of gasoline wher- 
evel possible 

The order for the engines was 
received by the Tractor Equipment 
& Engine Co. of Los Angeles who 
supplied two 4-cylinder, 134 cu in. 
Ford industrial engines. The com- 
pany requested American Liquid 
Gas Corp., Los Angeles, to make a 
o-way conversion that would meet 
the customer’s requirements. The 
accompanying photograph how 
how this problem was solved with 


Three-way conversion of Ford industrial en 
gine equipped by American Liquid Gas 
Corp for shipment to Chile. Originally 
equipped with gasoline carburetion, conver 
sion provides operation on either propane 
natural gas or gasoline. This unusual ap 
plication permits maximum flexibility for 
portable field operation Engine will be 


used for operating portable water pumps 





out making any changes whateve 
in the engine 

Normally designed for gasoline 
operation, these Ford engines have 
been equipped with an Algas hose 
adapter, a converter, and a filte) 
for the liquid propane system and 
an atmospheric regulator for the 
natural ga ystem. As the engine 
is Shown in the photo, it is equipped 
for L. P. gas operation. By chang- 
ing the hose adapter fuel hose from 
the propane converter to the at- 
mospheric regulator (as indicated 
by the dotted lines) the system will 
operate on natural ga Operation 
on all three systems is controlled 
by manuai valves in the fuel lines 
Thus by shutting off both the pro- 
pane and natural gas supply, the 
engine may be operated on gaso 
line, 


BUTANE-PROPANE News 





A SINGLE source to 
supply your LPG plants, 


tanks and equipment. 


ANCO’S largest stocking warehouses combined with 
FLINT’S manufacturing facilities match LPG Equip 


ment to customer needs. 


FLINT STORAGE TANKS * FLINT DOMESTIC SYSTEMS * 


Stress-Relieving Furnace ANCO IIC “Pig” CYLINDERS * PREFABRICATED BULK 
hers eer PLANT AREAS: and Hose, Couplings, Compressors, Pumps, 
. tw Y Unloading Risers, Loading Risers, Rotary and Magnetron Gauges, 

: and all types of Valves 


FLINT’S modern production-line fabricating plants located 
in Tulsa and Memphis contain more than 340,000 uy. ft 
of working area. Combined with Anco's foar convemently 
located warehouse Anco off equipment and services at 


compentive pri cs 


Now is the time to take advantage of ANCO Engineering 
facilities to modernize your present plant or to plan a 


new layout 


IWO GREAT NAMES IN LPG EQUIPMENT 


ANCO Manufacturing & Supply Co. 


Tulsa. Oklahoma « 21st at Union ¢« LUther 4-6187 
Memphis, Tenn 241 Industrial Ave WHitehall 6-1694 
East St. Louis, Ill 6503 St. Clair Ave Hy 50 EXpress 7 -0200 
Des Moines, la 327 Insura » Exchange Bidg CHerry 4 5347 
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een WEATHERHEAD 
TALE Ai, 2M the way! 
with : 
WEATHERHEAD } 
LP-GAS | 





You can cash in best on the hot 
industrial truck market with the 
complete Weatherhead line of 
LP-Gas industrial truck cylinders, 
valves and accessories. Check 
these facts: 


INDUSTRIAL 
TRUCK 
CYLINDERS 


Owners of industrial trucks are 
now converting at an unpre- 
cedented rate. 


Manufacturers of industrial 
trucks are devoting a higher 


AVAILABLE NOW IN 
THESE CAPACITIES 


percentage than ever of their 
total production to LP-Gas 
powered units. 


Advantages of LP-Gas for 
trucks, busses, farm tractors 
are being exploited in nation- 
wide promotions. 


No. 15002 Each industrial truck requires 
432 |b. Propane 


an average of 3 to 4 cylinders. 


Weatherhead industrial truck 
cylinders are fitted with all 
necessary valves and gauges. 





No. 15001 


1 
33% Ib. Propane For full details ask for Weatherheod 
Industrial Truck Cylinders Bulletin 
IT-3093, today! 





No. 15000 
20 Ib. Propane 


No. 15003 
20 Ib. Propane 


For further information contact your Weatherhead Representative or write: 


THE WEATHERHEAD COMPANY @ CLEVELAND 8, OHIO 


The Weatherhead Co. of Canada, Ltd., St. Thomas, Ont., Canada 


Export Division Cable Address WEATHCO 


AMERICA’S LINE OF LP-GAS EQUIPMENT 


72 











the trade 


J. B. Beaird promotes Finuf 
to general manager of sales 


Melvin A. Finuf, who has been 
assistant general manayer of sales 
since August 1946, has been pro- 
moted to general manager of sales 
at the J. B. Beaird Co. Ine., 
Shreveport, La., John L. Tullis, 
vice president of sales, has an- 
nounced, 

Mr. Finuf joined Beaird in 1935 
in the pattern shop and served 
throughout the plant, moving up 
to plant engineer, superintendent 
of the machine shop, the forge 
plant, tank division sales man- 
ager, and assistant sales manager 
before his appointment as assis- 
tant general manager of sales in 
1946. 





E. B. Blackman 


M. A. Finuf 


Be 


TG 


Blackman rejoins Corken's 
as sales manager 

The appointment of E. B. Black- 
man, as sales manager, is an- 
nounced by Charles M. Corken, 
president of Corken’s Ine. 

Mr. Blackman, a registered pro- 
fessional engineer, rejoins Cork- 
en’s, having served as an engineet 
in the industrial pump division 
from 1949 to 1952. 

For the past five years, Mr. 
Blackman has served as. sales 
manager in the pump division of 
Carson Machine & Supply Co. 


Addy named purchasing agent 
for John Wood division 
Meredith L. Addy has been 
named purchasing agent for John 
Wood Co., heater and tank divi- 
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sion. He will be responsible for 
all purchases necessary for oper- 
ation of the division’s principal 
plant and offices in Conshohocken, 
Pa., according to J. H. Gotwals, 
vice president and general man- 
ager of the division. 

Mr. Addy joined John Wood in 
1929, and was employed in the 
firm’s Conshohocken plant prior 
to entering the purchasing depart- 
ment in 1931. Later he was made 
assistant purchasing agent to 
Joseph C. Henderson, who retired 
in 1957. 





R. W. Wetjen M. L. Addy 
Neptune John We 1 


Neptune Meter Co. appoints 
Wetjen its sales manager 

Russell W. Wetjen has been ap- 
pointed sales manager for petro- 
leum, L. P. gas, and industrial 
meters of the Neptune Meter 
Co., it is announced by Dante E. 
Broggi, president. 

Mr. Wetjen succeeds Walter H. 
Sieger, who has been elected pres- 
ident of Revere Corp. of America, 
a Neptune subsidiary. 

Mr. Wetjen joined Neptune in 
1935. From that time until 1946, 
except for military service, he was 
employed in the engineering and 
research departments of Nep- 
tune’s Long Island City plant. 
Since 1946 he has been president 
of Perfect Propane Gas Co., and 
Perfect Bottle Gas Co., Hawley, 
Pa. He is also a director of the 
Pennsylvania L. P. Gas Associa- 
tion. 


Jorgensen elected to Rheem's 
board of directors recently 


Earle M. Jorgensen of Los 
Angeles was elected a director of 
Rheem Manufacturing Co. at a 
meeting of directors held at the 
company’s headquarters. 

Mr. Jorgensen is president of 
the Earle M. Jorgensen Co., 
which he founded in 1922. The 
home office is located in Los 
Angeles, with branch plants in 
Oakland and San Francisco, Calif.; 
Houston and Dallas, Texas; and 
Tulsa, Okla. 
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Your One Supplier with everything in L. P. gas 
orale MP Valabaciael') -Viiliilelalio Mm °1 1) laal-taly 


"The Loadmaster" LPG Truck Tank 











"Pastels By Pasley” 


BLUSH PEACH 
SUNSHINE YELLOW 
MUSTARD LIME 
EUREKA ORCHID 
LAKE BLUE 





COLOR —The Modern Trend! 
Bring your LPG Equipment up to 
date. Available in the following 
colors . . . (write for information) 


SMOKY GREY 
SEAFOAM BLUE 
WEDGEWOOD GREEN 
ROSE BEIGE 

DESERT ROSE 








PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 
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BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 


Sa) 





(Advertisement) 





You'll close more 
appliance sales 
when you use 

this handy 
COMPETITIVE 

COST CALCULATOR 





Now with thi 


convincing ale tool, 


authoritative, 
you Can prove 
to your prospects quickly, easily, 
and imply that LPG cost le 
than electricity for cooking and 
Money talks with 


8] dramati ( the S0D- 


Water heating 
most people, 
ings With a Competitive Cost Cai 
culatot 

Compares the average annual cost 
of operating LPG versus electrical 
appliances, using your own local 
rate 
Proves to your customers’ satisfac 
tion that it’s less expensive to cook 
und heat water with LPG = than 
with electricity. 

It’s authoritative! Average annual 
sage figures for both LPG and 
electricity are taken from Techni 
cal Bulletin 1078 prepared by the 
U.S. Department of Agriculture. 
It will last for years. Made from 
durable plastic-laminated board 


LPG OPERATORS—. 


The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
Hundreds of LPG 
appliance salesmen are 
Calculator to add authority to 
their sales presentations 


pliance sales 
using the 


Be sure 


each of your salesmen has one 


with him on every call 


$1-99 each 


Orders of 50 to 99-—80¢ ea 
Orders of 100 or more—70¢ ea 


California add 4 ! ta 


The supply is limited, 


so order today! 
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Steve Fligelman 


C. M. Cole 


Perry promoted to factory 
manager for Rockwell Mfg. 
Charles N., purchasing 
avent for Rockwell Manufacturing 
Co.’s Oakland, Calif., plant for the 
past five and a half years, has 


Perry, 


heen named factory manager of 


the company’s new Porterville, 
Calif., plant. 

Lloyd A. Dixon 
Ir., vice president in charge of 
valve division, Mr. 
Perry will be in charge of all 
plant operations. He will report 
to Norman W. Rowand, assistant 
to Mr. Dixon, who makes his head- 
quarters in Pittsburgh. 


According to 


meter and 


Fligelman is appointed to 
United's gaservice division 


United Petroleum Gas Co. an- 
nounces the appointment of Steve 
Iligelman to the position of mer- 
chandise manager, manager of 
personnel and public relations for 
the consumers gas service divi- 
Ion, 

Mr. Fligelman was the former 
vice president of Consumers Gas 
Co. of Detroit Lakes, Minn. 


Boucher returns to Sinclair 
as a sales representative 
William F. Boucher has re- 
turned to Sinclair Oil & Gas Co. 
us a sales representative in the 
liquefied gas products sales de- 
partment following two years with 
the U. S. Air John A. 
Storm, sales manager, announces. 
Mr. Boucher will assist G. F. 
Wolfkiel handling L. P. gas sales 
in Texas, New Mexico, Arkansas, 
and Oklahoma. 


Force, 


Cole is chief engineer for 
Tuloma Gas Products Co. 

Charles M. Cole, Jr., has been 
named chief engineer for Tuloma 
Gas Products Co., it is announced 
by K. V. Doughty, manager of 
supply. 

The position of chief engineer 








W. F. Boucher 


sir O 


v 


C. N. Perry 


is newly created to supervise the 
construction and operation of the 
company’s product storage instal- 
lations, truck terminals, and other 
supply facilities. 

Mr. Cole joined Tuloma in 1954 
as a mechanical engineer and was 
made senior mechanical engineer 
in 1956, the position he held until 
named chief engineer. 


Brown Stove Works appoints 
representatives for Ind., Mo. 

Brown Stove Works Ine. an- 
nounces the appointment of Ray 
mond K. Coss, Elkhart, Ind., as 
its representative for Indiana, and 
Meyer & Nackman, manufacturers 
representatives, 1057 Big Bend, St. 
Louis 17, Mo., for eastern Mis- 
souri, including St. Louis. 

Mr. Coss, Sheldon Meyer, and 
Les Nackman will handle the com- 
plete line of Brown sound value 
yas ranges. 


Dorman will represent Madden 
as sales rep. in New York City 


Madden Brass Products Co. an- 
nounces the appointment of J. A. 
Dorman to the company’s 
force. Mr. Dorman will serve as 
sales representative in greater 
New York City area. 

Mr. Dorman has had _ several 
vears of selling experience at the 
wholesale level, not only in re- 
frigeration and air conditioning, 
but in the wholesale plumbing and 
heating field as well. 


sales 


Four promoted to new posts 
at Minneapolis-Honeywell 

The appointment of H. T. Spar- 
row to the newly created position 
of director of product research 
for the temperature control phase 
of Minneapolis-Honeywell’s busi- 
ness has been announced by James 
H. Binger, vice president in charge 
of temperature control activities. 

Mr. Sparrow has been director 
of engineering in the temperature 
control group since 1955. He has 
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RIDE WITH NUMBER ONE 


























jt (4h GS is number one in LP-Gas sales! 


Philgas is a dependable Phillips 66 product 
with all the advantages that implies! It’s spe- 
cially refined for extra cleanliness and high heat 
content. When you sell Philgas you’re assured 
of a dependable source of supply, prompt 
deliveries, ‘“‘pre-sold’’ customers. Phillips 
maintains a staff of LP-Gas specialists to 
advise on economical plant design and safe, 


efficient equipment. Colorful magazine ads, 


plus radio, are pushing Philgas sales for you. 
Advertising material is also supplied for your 


own promotions. Write for full information, 


THE ALL-PURPOSE FUEL 





n Company trademark for 


s (propane, butane) 


PHILLIPS PETROLEUM COMPANY 


SALES DEPARTMENT, Bartlesville, Oklahoma 


Offices in: 


AMARILLO, TEX 
ATLANTA, GA 


HOUSTON, TEX 
INDIANAPOLIS, IND 
KANSAS CITY, MO 


First Nat'l Bank Bldg 
1428 West Peachtree Street 
CHICAGO, ILL 7 South Dearborn St MINNEAPOLIS, 
DENVER, COLO 1375 Kearney Ave NEW YORK, N 
DES MOINES, |OWA-— 6th Floor, Hubbell Bldg OMAHA, NEB 
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1020 E. Holcombe Blvd 


6th Floor, WOW Building 


RALEIGH, N. C 804 St. Mary's St 


1112 N. Pennsylvania St SALT LAKE CITY, UTAH—68 South Main 
500 West 39th St oT OUIS, MO 4251 Lindell Blyd 
212 Sixth St. South TAMPA, FLA 1737 Neptune St 
80 Broadway TULSA, OKLA 1708 Utica Square 


WICHITA, KAN. — 501 KFH Building 
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been with Honeywell for 22 years. 
Coincident with his appointment, 
three related major promotions in 
the company’s Minneapolis engi- 
neering and manufacturing organ 
zations were announced by James 
Locke, manager of operations 
for the Minneapolis division of 
the temperature control group. 
Stanley J. Nelson, who has been 
factory manager of all Minneap- 
olis plants, except the aeronautical 
division 1952, has 
Mr. Sparrow as 
temperature 


since been 


named to succeed 
direc tor of control 


engineering 


QUICK-CONNECTIVE 


2-WAY 
SHUT-OFF 


COUPLINGS! 


QUICK CONNECTION 


DISCONNECTION 


J. R. Gentry, who has been gen- 
eral superintendent of Minneap- 
olis plants since 1953, has been 
appointed factory manager. 

Donald L. Murphy, who has 
been general superin- 
tendent, has been named general 
superintendent. 


assistant 


Mylander, Smith promoted to 
new posts at Ensign 

toy Mylander has been pro- 
moted to installation engineer for 
Ensign Carburetor Co., Fullerton, 
Calif., according to an announce- 


INSTANT 
AUTOMATIC FLOW 


AND | 
OR SHUT-OFF 


To connect a Hansen Two-Way Shut-Off 


Coupling, you just pull back the sleeve and 


push the Plug into the Socket. To discon- 


nect, merely pull back sleeve. No tools 


Seals Both Ends of Line 


AUTOMATICALLY 
INSTANTANEOUSLY 


required, Similar valves in Socket and Plug 
shut off both ends of line when Coupling 
is disconnected—practically eliminate spill- 


ing of liquid or escape of gas at instant 


of disconnection. 


Quick Connective 
Fluid Line Couplings for 


AIR + OL + GREASE + STEAM 
HYDRAULIC FLUIDS « VACUUM 
REFRIGERANTS + OXYGEN 
ACETYLENE + GASOLINE 

WATER + COOLANTS 

HOSE CLAMPS 

HOSE CLAMP PLUGS 
HOSE CLAMP SOCKETS 
HOSE CLAMP COUPLINGS 





SINCE 


iaib al 


WEST 


1915 


4031 150th STREET 


thread connections from 1%” 


FEMALE PIPE THREAD CONNECTIONS 


FROM %" TO 1” 


Hansen Series HK Two-Way Shut-Off 
Couplings are available with female pipe 


to 1” inclu- 


sive. Available in brass or steel. 


Also Straight-Through and One-Way 
Shut-Off Couplings. Write for Catalog. 
REPRESENTATIVES IN PRINCIPAL CITIES 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTURING COMPANY 


CLEVELAND 11, OHIO 


ment by R. P. Ensign, vice presi- 
dent. 

Mr. Mylander, associated with 
Ensign for over 21 years and 
widely known throughout the in- 
dustry, will be responsible for the 
development of field installations 
and assemblies of Ensign L. P. 
and natural gas carburetion equip- 
ment. During the past 12 years 
he has conducted carburetion 
schools for many of the leading 
industrial firms and L. P. gas 
equipment distributors. 

L. G. Smith, field engineer for 
Ensign during the past 18 years, 
now assumes new responsibilities 
as service engineer. He has served 
in the capacity of Ensign field 
representative in west Texas and 
the Pacific Northwest and now 
returns to the factory’s home office 
in Fullerton to direct field service 
activities for the Pacific Coast 
area, 


Pope and Sims fill key sales 
posts at J. B. Beaird Co. 


Gerald Pope and J. R. Sims, ex- 
perienced personnel, have 
been advanced to key positions at 
the J. B. Beaird Co., Inc., as a re- 
sult of expanded company opera- 
tions, John L. Tullis, vice presi- 
dent of sales, has announced. 

Mr. Pope, who has been district 
sales manager of Beaird’s Houston 


sales 


Gerald Pope 
General mar 


J. R. Sims 
f 


trict 6 


office, succeeds Melvin A. Finuf as 
assistant general manager of 
He joined Beaird in March 
1948 as a sales engineer and later 
was named district manager. 

Mr. Sims, who has been the com- 
pressor division sales engineer in 
Midland since he joined Beaird in 
November 1955, has been 
vanced to Houston district 
manager, replacing Mr. Pope. 


sales. 


ad- 


sales 


Arden elected president and 
Robertshaw board chairman 

The board of directors of Rob- 
ertshaw-Fulton Controls Co. an- 
nounced recently the election of 
Thomas T. Arden as president and 
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_ never had 


i 


a freeze-uUP: F: 


. Standby plant worked perfectly! 


. : 1 ‘ 
always have uniform pressure. 


> 


Customer praise builds business! 
--.- you'll get it with a MITCHELL 
VAPORIZER on every installation. 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the 
need for continuous LP gas service in a variety of commercial and indus 
trial applications. For use with above or below ground LP gas systems, 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 
uninterrupted by freeze-ups due to temporary over-loads or heavy 
withdrawals. 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over 
load demands... . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) 


Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control’’ automatically controls the rate of gas vaporized to 
equal the rate of usage. It permits vaporizer to supply either generated 
gas, or storage gas... or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 
MITCHELL units safe and reliable 


Simple Installation installation of MITCHELL Vaporizers is simple 


and easy; and once properly installed, they will give years of constant, 
trouble-free gas service. All MITCHELL units have been tested and listed 


under Underwriters’ Laboratories’ requirements 
Laboratories ‘A 


Build a reputation for dependability 
with MITCHELL VAPORIZERS 


Listed by 


Approved by Underwriters 


Factory Mutual 
y Laboratories 


@) 





JOHN E. MITCHELL COMPANY 


3800 COMMERCE STREET e@ 


DALLAS, TEXAS 


4A P 4A 
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y, 
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- . heat value is constant! 4 
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Model 30 


Provides up to 30 
gallons of gas per 
hour well suited 
to the small and 
medium size indus 


trial and commer 


cial applications 








Model 
/0) 


Capacity: 70 
gallons perhour 
This unit is the 
largest standard 
MITCHELL Va 
porizer. May be 


used singly or in mani 


Vib] 
JH 4, 
f 


Wy 


TTT yy, 
if / fi 
a ee 
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/j 


folded combination for 


large industrial applications 








When that ‘tough’ 
customer says... 























Yes, the new Reznor 
is the first completely 
modern gas unit 
heater 
design from any 
angle, front or back 

. and functional 


modern 


design, not just 
design 
Reznor 
proves that the back of a heater need not 
itcher. There 


“fashionable 
I he new 


be an eye-sore and a dust 
ire no dangling gadgets, no unsightly 
contusion ol 
All controls and 


conveniently grouped in 


hang-ons and no piping, 
controls and connections 
connechions are 
side the cabinet, easily accessible through 
i nap-out door on one side of the unit 
ippeal for easier 
of installa 


a Reznot 


This means preater eye 
It means greater ease 


And it's 


selling 
tion and service, too 
exclusive 
Ihe new Reznor has a new look 

but it still offers the same rugged con 
performance and top 
Reznor the 
your Keznor 


struction, reliable 


efliciency which have mad 
top name in unit heatme. See 
distributor for details on what this can 


mean to you 


WREZNOR 


Se 
WORLD'S LARGEST SELLING DIRECT. FIRED 


Tj SUNIT HEATERS 


Reznor Manufacturing Co., 4 Union St., Mercer, Pa. 
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J. A. Robertshaw 


of John A. 


president, as 


tobertshaw, former 
chairman of the 
board. 

Mr. Robertshaw immediately an 
nounced the formation of a three- 
man executive committee headed 
by Richard S. Reynolds, Jr., forme 
chairman of the board 
mittee includes Mr. 
and Mr. Arden. 

Mr. Arden, executive vice presi- 
dent of the firm since 1947, will 
ussume his new duties immedi 
ately. He was in charge of the 
company’s western operations 

Mr. Robertshaw president 
of the company since 1947. Prior 
to that time, he was president of 
Robertshaw Thermostat Co., Gray 
son Heat Controls Ltd., and Amer- 
ican Thermometer Co. 

A, ©. Hansen, national 
director of the company, also an 
nounces the appointment of 
Charles EK. Smith to assistant na 
tional service director. 

Mr. Smith’s work will be pri 
marily in establishment of an ex 
panded training program for util 
ity, distributor, 


The com 
Robert shaw 


Was 


service 


and retailer 


erviceman, and others respon 
ible for field service of appliance 
controls and thermostats 

Mr. Smith formerly 
manager of the product 
division of A. O. Smith 
where he was employed from 1942 
until thi 


served as 
service 


Corp., 
year 


Sylvester will coordinate 
Rockwell, Republic sales 


Russell L. Sylvester, chief engi- 
Rockwell Manufacturing 
Co.’s central valve research and 
development department, has been 
promoted to engineering executive 
istant of Republic Flow Meter 
Co. of newly 
Rockwell subsidiary. 

In his caprcity, Mr. Syl 
vester will assist William F. Craw 
ford, vice president of 
and Republic and president of 
Edward Valves, Inc., East Chi 
cago, Ind., who is responsible for 
co-ordination of all Rockwell and 
Republic operations 


neer of 


Chicago, acquired 
new 


Rockwell 


R. L. Sylvester 


R kwe 


Mr. Sylvester will be primaril) 
responsible for coordinating engi- 
neering and sales activities of the 
two companies. 


A. O. Smith announces two 
new management appointments 


Two new management appoint 
ments have been announced by W. 
T. Halket, general manager of do 
water heater 
division, A..'O, 


sales, the 
Smith 


mestic 
Permaglas 
Corp. 

mM. Lh 
pervisor 
has been 


sulthazar, formerly su 
of marketing 
named assistant sales 


services, 


manager, domestic water heaters. 
V. H. Swearingen, formerly as- 
istant to Mr. Balthazar, replaces 

him as marketing services super 
sor. 


L. C. Smyth retires from 
Roberts-Gordon Corp. 


W. Stuart Gordon, Jr., presi 
dent of the Roberts-Gordon Appli 
ance Corp., Buffalo, N. Y., recentl 
announced the retirement of Leon 
ard C. Smyth, executive vice presi 
dent of the American corporation, 
and vice president of its Canadian 
affiliate. 

Mr. Smyth will remain as a di 
rector of the corporation and in 
the capacity of consultant. His as 
sociation with the Roberts-Gordon 
Corp. started in 1938 as vice presi 
dent, and he was promoted to the 
vice 


executive presidency a few 


vears later 


Woodruff is manufacturers’ 
agent for John Wood Co. 


John Q. Woodruff has 
named manufacturers’ agent for 
John Wood Co. in Utah, Montana, 
Nevada, Idaho, and western Wvyo- 
ming. He will handle John Wood 
automatic water heaters and fluid 
heat heating equipment for the 
firm’s heater and tank division, it 
is announced by W. Glen Oslin, 
vice president 


been 


and general sale 


manager. 
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The most 


eye) ba 0) 400) 


metering system 


you can buy 


A properly installed Red Seal liquid meter is so fool-proof, 

it's a cinch to keep accurate, business-like records of LP-gas stocks 
and sales... with meter-printed tickets as proof of every 
transaction. Here's how: 

First, all three sizes of Red Seal ‘‘compacts'’ are complete 
systems. All accessories are built in. Fewer connections to make, fewer 
chances for leaks, and fewer chances for improper installation. 

Secondly, Neptune's unique design of vapor eliminator 
and differential valve gives you a system that's truly effective... 
positive assurance against vaporization in the metering system 
under all conditions. It's always easy on your pumps, and 
never needs adjusting from hot weather to cold. In fact, it has 
no adjusting screw at all, so it's fool-proof! 

Thirdly, Red Seal's calibration shifter is a gear-locked device. 
Easy to adjust if necessary, it positively cannot loosen up or 
drift out of adjustment. Meter-printed tickets are a big feature, too. 
They eliminate human error, keep customers satisfied. 

Most important, Red Seal's sustained high accuracy is 
something you can bank on... year after year. 
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For further information on items reviewed in 


the convenient post-paid Readers’ Service Cards 


this section use 


on pages 83, 84 





Intended for use on beam type 
cales, the valve is attached directly 
to the fuel manifold with '% in. 
pipe. Only the trip valve is mounted 
on the seale, by means of one smal] 
hole. No electric power source is 
necessary. 


Circle 2 on Readers’ Service Card 


Safety valve 


A gas appliance safety valve, ap 
plicable for use on gas ranges, 
space heaters, clothes dryers, fur 
naces, and other gas-fired appli 
ances, is announced by General 
Controls Co. The valve offers a 
l-position head that can be ordered 
pre-set for production line ease of 
attaching pilot take-off and thermo 
couple connections. 
Features include 100 per cent 
safety, compactness, safe lighting, 
and ease of installation 
Cidhe tential Moteies tau Transfer valve 
Jastian-Blessing Co. announces 
the development of Rego 7050 and 


s 
d | Ar . ah 
= 97 7051 series transfer valves. The 
ar “ ; 
= wsne~) valve has been designed primarily 


J ° ° o 
>» for liquid transfer purposes on con- 
ai sumer bulk storage containers, ac- 


! f cording to the company. 

Pg a The 7050 and 7051 have a “%4 in. 
St eee NGT male inlet, with a % in. NPT 
female outlet on the 7050 and a '% 
in. NPT female outlet on the 7051. 
Both models are available with an 

Newly-designed type N201 auto- optional excess flow valve in the 
matic cylinder filling valve is an- inlet. 
nounced by Fisher Governor Co. Cirek 


Cylinder filling valve 


3 on Readers’ Service Card 
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Instantaneous water heater 


Norco Sales Corp.’s model MAG 
125 “vaillant” instantaneous water 
heater for homes, trailers, boats, 
etc., has recently received AGA ap- 
proval. It has a capacity of 40 
gal./hr and heats only the amount 
of water immediately required. 

It weighs 14 lb. and measures 
19% in. high by 9 in. wide by 8 in. 
deep. 


Circle 4 on Readers’ Service Card 


Air conditioner 

A complete line of gas-fired 
forced warm air furnaces has been 
announced by the heating and air 
conditioning division of Stewart- 
Warner Corp. 

“Wiz” model furnaces are 
equipped with an accordion-type 
heat exchanger which increases the 
heating surface by 56 per cent over 
ordinary furnaces, it is claimed. It 
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can be furnished as a complete 
year ‘round conditioner, equipped 
with a Stewart-Warner evaporator 
cooling coil and outdoor condensing 
unit. 

Models for all gases as well as 
controls for 100 per cent safety 
shut-off controls are also available. 


Circle 5 on Readers’ Service Card 





Thermocouple 


A thermocouple which generates 
greater electrical output 
standard thermocouples has 
developed by Grayson Controls divi- 
sion of Robertshaw-Fulton 
trols Co. 

The thermocouple, which is in- 
terchangeable on all standard pilots, 
was designed to eliminate service 
calls caused by needless pilot out 
ages and to insure positive, trouble 
free holding action. 

Improved thermo-electric alloys 
are used to gain increased voltage 
output. The super-clad plating pro- 
tects the copper from heat and pre- 
vents oxidation for more positive 
operation. 


than 
been 


Con- 


Circle 6 on Readers’ Service Card 
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Metered service display 


The advantages of metered lique- 


fied petroleum 
shown in a 


gas service are 
graphic “portable 
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house” display unit now being made 
available to all dealers by Rockwell 
Manufacturing Co. 

The new exhibit, which is de- 
signed for use at all promotional 
and educational activities in which 
LPG dealers participate, weighs 
only 72 lb, including the weight of 
a standard Rockwell LPG meter, 
and is hinged to fold into a latching 
carrying case equipped with han 
dles for easy handling. 


Circle 7? on Readers’ Service Card 








Unvented heater 


Dearborn Stove Co. introduces a 
new “cool safety cabinet” gas area 
heater in its “crest” series. 

The unvented crest heater has a 
completely new look. It is lower and 
longer. 

Dearborn cool safety cabinet 
crest gas heaters are produced in 
a full line of models and sizes, from 
12,000 Btu to 35,000 Btu, and are 
available with a variety of auto 
matic safety and heating control 


Circle 8 on Readers’ Service Card 


Forced air furnace 


A new line of forced air gas fur 
with bottom hot air discharge 
for domestic heating has been de 
veloped by General Gas Light Co 
Due to availability of several types 
of warm air duct fittings, the same 
“humphrey” forced air furnace may 
be installed for up-down or hori 


naces 


zontal warm air delivery. The unit 
is approved for close-to-wall instal 
lation. 

Five sizes are offered in gradua- 
tions of 15,000 Btu's from 60,000 
to 120,000 Btu. 


Circle 9 on Readers’ Service Card 














Water heater 


Bryant Manufacturing Co. is now 
marketing its new “Crystalgla 
water heater. This 30 gal. size ha 
a 42,000 Btu per hour input. Off 
cially Model 148R, thi 


designed to accom 


known as 
latest model is 
modate all modern laundry equip 
ment plus all other home sanitary 
requirements 

As proof of performance, reco, 
ery capacities for a 60° rise are 
58.8 gal. per hour; for a 100° rise 
the recovery rate is 35.5 gal. pet 
hour. 


Circle 10 on Readers’ Service Card 


Trailer cylinder assembly 
Steel Cooperage division, The 
Serrick Corp., 
double 20 Ib 

embly 


announces its “‘Lee 


trailer cylinder 


This assembly comes completely 
assembled and 
toned. The 


cludes 


individually cat 
complete package in 
cylinders, valves, regulator, 
T-check, pigtails, outlet connection, 
and substantial carton 


Circle 11 on Readers’ Service Card 
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Water heater line 


\ high recovery gas water heate 


line ha been announced by the 
plumbing and heating division of 
‘ @ 

American-Standard 


kour of the new model are 


lined. Three have galvanized 
teel tank 
igma welding” proce 

include 100° per cent 


sealed by a special nev 


Controls 
hut-off valves, 
tion” thermostat and a pilot which 


automaty “snap a 


operates with all types of gases and 
j adjustable for all condition 
Controls may be removed without 
draining the tank 

Other features of the line in 
clude added 


protection against tank corrosion, 


magnesium anodes as 


yviass fiber insulation which acts a 
a barrier against heat loss, dip 
tubes to properly diffuse the cold 
water, and a finish of durable baked 
enamel 
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"Private line" radio 


Motorola Communications & Elec- 
tronics Inc. announces the 450-470 
me “‘private line” radio. The private 
line will literally “shut out” com 
munications from other users oper- 
ating on the same channel, accord 
ing to the company. 

The new radio transmits a con 
tinuous, sub-audible tone along 
with every voice transmission. Re- 
ceivers “open up” for listening only 
when the proper tone is transmit 


82 


ted, so that reception is cut out 
except when transmissions are be- 
ing originated by the dispatcher or 
other mobiles operating in the same 
system. 

Motorola states that this is the 
first application of this type of 
radio in the UHF band. 


Circle 13 on Readers’ Service Card 


Multi-purpose cooking unit 

A new gas range feature, called 
the “roast-o-grill,” permitting bak- 
ing, roasting, grilling, and steam- 
ing on top of the range, has been 
introduced by the Geo. D. Roper 
Corp. It offers the benefits of a 
second oven and a handy comfort- 
level location. 

Roper’s “insta-set” control panel 
is also featured on its 1957 gas 
ranges now on display. The panel 
groups all major controls within 
easy reach. Above the panel, the 
frame flares forward into a 4-in. 
wide condiment shelf. 

The panel controls include Roper’s 
“insta-matic” oven clock control, 
minder” temperature con 
trol, appliance outlet, automatic 
oven signal light, oven lamp switch, 
backrail lamp switch, ‘‘rotomatic”’ 
rotisserie switch and precision ‘‘in- 
line” timer. 


Circle 14 on Readers’ Service Card 


“roast 


Two-piece nozzles 


Increased flame-cutting speeds 
are possible with a complete selec- 
tion of new “oxweld” two-piece 
nozzles developed by Linde Co., 
division of Union Carbide Corp. 
Designed for flame-cutting with 


oxygen and fuel gases, each of the 
two-piece nozzles has from 12 to 20 
extremely small outlets for preheat 
gases. The nozzles have a divergent 
bore design that enables gases to 
leave at 1200 ft per second. 
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Vented room heater 


The latest addition to Empire 
Stove Co.’s expanding line of gas 
heating appliances is the “imperial” 
vented room heater. 

The imperial uses ‘“triple-therm” 
heat, which eliminates drafty floors 
and gives greater warmth in three 
ways. Gravity heat, permitting 
warm air to flow into the room 
through special louvre openings at 
the top; radiant heat, flooding the 
living area with warmth from the 
front; and counter flow heat, deliv- 
ering warm air at the floor level. 


Circle 16 on Readers’ Service Card 
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Upright water boiler 
Ewing Manufacturing Co.’s up- 
right, fully automatic, gas-operated 
hot water boiler requires no extra 
space-consuming storage tanks. 
The smallest model, which will 
raise 250 gal. of water 60° each 
hour, or 136 gal. 100°, occupies 
floor space less than 2 ft sq. The 
second size will raise 432 gal. an 
(Continued on page 86) 
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NEW, HIGH-VOLUME FRUEHAUF LPG TANK 


Lightweight Fruehauf '/ 
T-1 LPG Tank 4) 


After more than 3 years of intensive research 
and development, Fruehauf now brings oper- 
ators a high-volume LPG tank constructed of 
the new wonder steel, T-1. 


Fully proven, the new tank exceeds all legal 
strength and safety requirements. It brings you 
rugged dependability and lightest weight yet 
in an LPG. 


With the addition of the T-1 Tank to Fruehauf’s 
lineup of standard A-202 Tanks, operators can 
choose from the most complete selection of 


LPG equipment offered by any manufacturer. 
HAUF TRAILE 


Profit-conscious operators can expect excellent 
delivery schedules, too! 


“ENGINEERED TRANSPORTATION 


World's Largest Builder of Truck-Trailers FRUEHAUF TRAILER COMPANY 10995 Harper Ave., Detroit 32, Mich. 
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The sale is 
built in 


Universal 


Constant Comfort 


GAS HEATERS 


@ Revolutionary new 








heating principle! 
@ Guaranteed to outperform 
any other heater! 


es from 
whe ceiling 


Vityyy 
WATT 
Witten 
v OOOO NIN He 9 J 
(Mi) "yy ~ 
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This is it: 


pre-heated ceiling air is drawn in through the top by fan 
action, filtered, forced downward through the heater, and 
delivered through floor-level vents to rise again and flood 
the entire room with even, thermostatically controlled heat. 








New safety ! 





r i New convenience! 


‘ad | 


Simplified, eye-level 
controls, up out of 
the children’s reach. 


New freshness! 


only freshly filtered 
air—clean, healthful 


S ein —. 
Ss. Heats and delivers 
(al | 


New space-saving! 
Fits in far less space 
than conventional 
type ‘‘space heaters.” 


Fiberglas insulated 
cabinet stays cool, 
and is safe to touch 


New comfort! 

Front vent and 2 ad 
justable side vents 
spread heat evenly. 


New utility! 

Also operates as an 
air circulator during 
hot summer weather 








3 Models Provide Just the Right Amount of Heat for Varying Needs 


A Product of CRIBBEN & SEXTON COMPANY 
Makers of Famous Universal Gas Appliances 
700 North Sacramento Boulevard, Chicago 12, Illinois 


CALL YOUR DISTRIBUTOR 


(Continued from page 82) 

hour by 60° or 275 gal. 100°. It is 
25 in. in diameter. The largest of 
the three models will raise temper- 
ature of 720 gal. 60° or 400 gal. 
100° per hour. It is 31 in. in diam- 
eter and 82 in. tall. 

Storage capacities range from 
55 to 145 gal. Water can be safely 
heated up to 200° F. Shipping 
weights on the three models are 
600, 850, and 1325 Ib. 


Circle 17 on Readers’ Service Card 
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Self-contained gas control 


A self-contained, silent gas con- 
trol for clothes dryers and wall, 
space and unit heaters, has been 
developed by A-P Controls, a sales 
division of Controls Co. of Amer- 
ica. One of a complete line of gas 
controls, model 5010 features silent 
operation, 100 per cent safe light- 
ing and 100 per cent shut-off. 

A convenient pilot adjustment 
modulates the pilot flame to suit 
equipment needs. The large capac- 
ity built-in pilot filter removes gas 
impurities to reduce pilot outages. 


Circle 18 on Readers’ Service Card 


Kitchen water heater 


A new line of automatic gas 
water heaters designed with the 
kitchen in mind is introduced by 
Handley-Brown Heater Co. 

The cabinet design permits these 
heaters to be installed right up 
against other appliances or cup- 
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General Electric announces 


New transistorized power supply 





for two-way radio 


Three tud 


front of 


Easy to install 
to the 


mounting 
new unit 
older, 


nections are 


Kleetrieal con 
attach 


two-unit design equipment 


simple only four leads to 


Eliminates ‘Vibrator Hash” All 
hash” 


gone for 


“vibrator which interferes with clear recep 


tion are 


good 


Easily added to any 12-volt system The new 
standard make 


of two-way equipment which operate from an ordi 


power supply can be used with all 


nary 12-volt power source 


\W hie n 
tart 


upply 
| 


Saves you money when drivers forget 
drivers neglect to turn off their radios before 


ings a vehicle, the new transistorized power 


_@B , 


(away apie) 


cannot be damaged 


most 


See for yourself how much you save—buy 
a new unit or several units and try them 
in your own 12-volt mobile units. Call your 
G-E communications consultant, listed under 
“Radio Communication Equipment” in the 
Yellow Pages. Or order direct by writing 
General Electric. Co., Communication Prod- 
ucts Dept., Syracuse, N. Y. 
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fasten the 


your case or inside the 


traces of the 


General Electric now brings you the va 


improved reliability of transistors — u 


sthy 
ith- 


out obsoleting your present equipment! 


Progre 


w General Electric istorized Power 


A idy 


ion of the 


inced Line replace 


mobile power supply and elimu 


ibrator 
tou ly Vou had tee rey 


what this mean Pre 


ibrator everal times a year. Our survey 
ou trom $10 to SLB 


Now 


each replacement cost dey 


nee tipron ervice ¢ ill rile ipe 


(when installed in new 


upply costing onl ¥b.5O 
bie! } yl) 


factor just which ha the bite 


a our entire mobile combination. The 


ed Power Supply will easily 


or two on vibrator replacements and 


Progress without obsolescence The addition of the new unit 


present mobile i matter improve pertormance, ree 
maintenance c« il i 
lutely d to buy complete w mobile 


of transistors 


equipment / her 


our 


no nee units to enjoy the 


Progress /s Our Most Important Product 
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while built-in draft divert- 
ers provide for full cupboard space 
immediately above the heaters. Up 
right models in this 
available. 

$-30G full 30 gal. capacity 
and offers 36,000 Btu input. The 
40 yal. model $-40G provides 40,000 
Btu input on L. P. gases. Table top 
models STT-30HG and STT-30LG 
are available in 30 gal. size with 
30,000 and 5000 Btu inputs respec- 
tively. 
Circk 


boards 


line are also 


has 


Kteaders’ Service Card 


19 on 


} 
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Tar kettle burner 


A tar kettle burner used to con- 
vert large tar kettles for use with 
lL. P. gas is now being manufac- 
tured by Mutual Liquid Gas Equip- 
ment Co. 

The No. 12 burns vapor from 
L. P. gas cylinder or tank. It has 
adjustable primary air intake and 














the 1957 
Autonuilic 


Dixie 


will produce any desired output up 
to 700,000 Btu per hour. It can pro- 
vide dealers with an important load. 


Circle 20 on Readers’ Service Card 
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Built-in gas wall heater 


Samuel Stamping & Enameling 
Co. has placed on the market a 
vented forced-air counter-flow, gas- 
fired wall heater which can provide 
efficient, comfortable, yet inexpen- 
sive, home heating. 

The top of the “Suburban” unit 
functions to draw in cool air. A fan 


ro range with the most to soll... 


forces the heated air out at the bot- 
tom—at floor level. This causes a 
constant, forced circulation § in 
which the floor area is heated first. 
The air intake is approxi- 
mately at eye-level which keeps the 
heat from being wasted at the 
ceiling. 

Each unit is a complete, compact 
heating plant in itself. The fully 
automatic controls are built in at 
the factory. It is designed to fit 
between standard studding on 16- 
in. centers. 


cool 


Circle 21 on Readers’ Service Card 


Cool cabinet unvented heater 


A cool cabinet unvented heater 
that hangs on the wall, firmly at- 
tached by just four screws, has 
been announced by Temco Inc. 

The combustion housing is coated 
with Temco’s ‘“ceramic-clad,” a 
high temperature porcelain enamel 
that will not rust nor burn out. 
Warm air is discharged from a 
metal mesh TV styled grille which 
if finished in poreelain enamel to 
prevent discoloration. 

Circle 22 on Readers’ Serviee Card 








A RANGE FOR OVO/Ul| BUDGET... 
from apartment-size cooker 


to luxury models... 


double ovens— built-in rotisserie 
Don't miss those borderline sales. Sell every interested range 
customer with only one line—DIXIE. “Lookers” become 
“buyers” as they choose from Dixie's wide selection the range 
to suit them. And there's a DIXIE Automatic Gas Range to 

fit every home... every pocketbook. Be sure and make 

1957 your big year. Stock Dixie Automatic Gas Ranges 


and watch your profits rise. 


SUCH A RANGE 

* Thermal-Eye Automatic 
Top Burner Heat Control 

* Cast Aluminum Griddle 

© Thrifti-Kool Needle-type 
Lighters 


OF FEATURES: 


® Safe-T-Locking-type Valves 
© One-piece "Waterfall" 
Top and Manifold 
® Double Oven with 
Built-in Rotisserie 


TT -| 


yoo 6° 


e 320-9GLET 


aes?) 





33” Lamp Hood—Fluorescent 
Top Surface Lighting 


Telechron Clock with 3'4- 
Hour Interval Timer 


o | @ E-Z Glide Burner Grates 
— ® Automatic Oven Heat Control 
© Lifetime Titanium Porcelain Finish 


DIXIE PRODUCTS, INC. 











® Drop-Front Smokeless 
Broiler on Roller Bearings 
with Two-Piece Broiler Pan 


® Gravy Moat and Drip 
Trays for Griddle 


® Rounded Oven Corners 
® View-through Glass Oven Door 


Dept. 7BP2, CLEVELAND, TENNESSEE 
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More and More Dealers are getting on the D.W. WHITEHEAD 
Automatic GAS WATER HEATER Bandwagon 





Especially 
Designed for 














Nationally Advertised Liberal 10 year guarantee 


DoW WRIT ERIEAD ORR ars waunur ave, menrons, ws 
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Tar kettle burner yas pressures from 10 to 120 Ib. 
The units are available with 100 
per cent safety control and temper 
ature contro] 


There is a new burner assembly 
on the market that is designed for 
asphalt and pitch trucks, tar ket 
Circle 23 on Readers’ Service Card 


tles, and many other small indus 


trial uses. It is available in three 
models for preheating of compo a 
nents or direct firing of materials, 
from Flamegas Detroit Corp. Propane torch 

This burner assembly will de A propane torch that operates 
liver up to 2000°. Pilot light fail with push button control is now 
ure or electrical failure will auto- marketed by Otto Bernz Co. 
matically shut off the ga It Called the “‘Bernz-o-matic,” this 
operates on vapor or liquid and on torch responds to various amounts 








"G J-BOSS STYLE X-34 


GROUND JOINT FEMALE COUPLINGS 


Unequalled in strength, durability and safety! That’s why more and 


more “GJ-Boss” Couplings are being used on hose handling L-P Gas 

. at bulk plants... on carloading rigs... and other installations. 
All parts are steel or malleable iron, thoroughly rustproofed. Fur- 
nished with super-strong “Boss” Offset and Interlocking Clamps. 
Ground-joint union between stem and spud forms leakproof, trouble- 
free seal. Sizes 1,” to 6”, inclusive. Also available in washer type, 
and with companion “Boss” Male Couplings. Stocked by Manufac- 


turers and Distributors of Industrial Rubber Products. 


D.C 0) rae 


GENERAL OFFICES & FACTORY. PHILADELPHIA 22, PA. BRANCHES CHICAGO 
BIRMINGHAM «+ LOS ANGELES « HOUSTON + DIXON VALVE & COUPLING CO., LTD., TORONTO 


.TE COMPANIE BUCK IRON COMPANY INC GUARRYVILLE PA + PRECISION OR AWN STEEL COMPANY CAMOEN. NU 


of pressure, provides a steady flow 
of heat ranging from a small pilot 
light to a 2300° F jet blast flame. 

Each gas cylinder gives up to 15 
hours of burning performance and 
the disposable cylinders can _ be 
easily replaced. The total weight, 
with filled cylinder, is 2 lb. 


Circle 24 on Readers’ Service ¢ ard 


Gas wall heater 

Quaker Manufacturing Co.’s “di- 
rect-vent” gas wall heater—Model 
DV-206—is designed for safety; it 
can be easily installed for flush-to- 
wall mounting. 

Outside air is used for combus- 
tion. No oxygen is taken from the 
room. All combustion fumes and 
gases vent outside. Installation re- 
quires a 9 in. diameter hole through 
the wall, regardless of material. 

This heater has a 20,000 Btu 
input and is 28 in. high, 28 in. 
wide, and 7'% in. deep. 


’ ,@ ’ , 
Circle 25 on Readers’ Service Card 


Melting fire pots 

The Circle Gas & Manufacturing 
Co. has just announced a new addi- 
tion to its line—the “redi melt” 
melting fire pots for melting lead, 
babbitt, zinc, paraffin, tar, and 
asphalt. 
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to 20% more profit 


Keep 10% 


when you sell and install 


EMPIRE FLOOR FURNACES 


It’s not how much you make, it’s how much you keep, Each unit is attractively painted, and has a 20 year 


that determines whether or not a line is profitable. warranty on the combustion chamber 


Empire dealers keep 10% to 20% more profit because Empire dealers can rely on Empire’s reputation for 


Empire Floor Furnaces are 100% wired and assembled quality products at competitive prices. Empire is the 


at the factory. Each unit is thoroughly tested and in 
spected to insure perfect operation. This means that 
installation costs are 10% to 15% less. Service calls are 


Ic or 


practically eliminated, and service costs are 75% less. 


most complete line in the industry. See your Empire 
sales representative and find out how you can make a 
good profit, and keep it. Find out, too, how the Empire 


C. P. Plan can mean more profit for you! 


Selling is easier, too. The Empire floor furnace is quiet. 


J 
HORIZONTAL FURNACES 


COUNTER FLOW FURNACES 


STOVEET COMPANY | 


Belleville « Illinois 
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The fire pot, which operates on 
propane, has a venturi type burner 
which affords better mixing of 


yase 


able as a storage booster as a com- 
pletely self-contained system re- 
quiring no pump, no storage tank 
or electrical wiring. 

The model 100 has an input of 
220,000 Btu/hr, reported to be the 
highest for its size in the industry 
today. 

. The unit can also be teamed in 
multiples for extremely high peak 
load requirements, used with Day 
& Night jetglas storage tank, or 

The “jetglas storage booster” re used as a straight booster with 
cently announced by the Day & overhead storage tanks. 

Night Manufacturing Co. is 


The fire pot is 12 in. 
weighs 13 Ib 


Curele 


high and 


i on Readers’ Service Card 


Storage booster 


avail- Circle 27 on Readers’ Service Card 
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LONE STAR GAS delivers 20% greater load 
in 40% less time with BLACKMER PUMPS 


A three inch Blackmer Model TLGL3 Liquefied Gas pump delivers the 
6,500 gallon load of the Lone Star Gas Company’s new propane trans 
port at the rate of approximately 120 gallons per minute. This compares 
with a delivery rate of 40 gallons per minute by the smaller (3,700 gallon) 
transports in the Lone Star fleet, equipped with conventional two inch 
pumps. Unloading time for the larger transporter is approximately 60 min 


utes as compared with one hour and fifteen minutes for the smaller units 
Blackmer Rotary Pumps for handling liquefied gases have an outstanding reputa 
tion for their long-life in service and their low maintenance costs. They feature 


HEAVY-DUTY ANTI-FRICTION BEARINGS located on both sides of the rotor and 


completely isolated from the pumpage 

CARTRIDGE.TYPE MECHANICAL SEALS located on both sides of the rotor t 
and protect the bearings from the pumpage. These seals are 
djustment after installation 


control shaft leakac 


easily replaced 


to maintain high efficiency 


SLIDING VANES lich are “self-adjusting for wear 


over unusually long period 


ve(n) 


"liquid materials handling” equipment 


BLACKME 
| _ \ i be | y = a8 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e« SAN FRANCISCO 
See Yellow pages for your local sales representative 
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Outdoor cooking range 

Those dealers who wish to capi- 
talize upon the seasonal camping 
and travel practices of so many 
people will be interested in the 
“modernaire” portable rangette 
that is made by Modern Metal 
Manufacturing Co. 

It is compact, a convenient size, 
and operates on L. P. gas. Each 
rangette has a 3% gal. L. P. gas 
tank. Its operation cost is less than 
five cents per day average. The tank 
is 250 lb pressure tested for safety. 


Cirele 28 on Readers’ Service Card 
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"Selection Guide" 

Performance rating figures for 
all of its new wate) 
incorporated in the American- 
Standard “Selection Guide.” This 
handy reference booklet contains 
a listing of all household hot 
water needs for a 2-hour peak load 
period. When all these require- 
ments are itemized, including 
those for appliances and personal 
use, it is possible to obtain a max- 
imum total in gallons for an indi- 
vidual household. This total then 
can be matched against listed per- 
formance ratings of American- 
Standard water heaters for accu- 
rate selection of the proper model. 


Circle 29 on Readers’ Service Card 
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Condensed industrial catalog 


A condensed industrial catalog 
listing hose, fittings, socketless 
kits and self-sealing couplings, 
has been released by Aeroquip 
Corp. It contains information on 
the company’s standard industrial 
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Zoom Cue 


30,000 Gallon Storage Tank 


—— 


them big as they come 


Here’s one of our production items. A 30,000-gallon 
storage tank being loaded for shipment by our new 
80-ton crane. For refineries, Master Tank & Welding can 


make tanks and equipment as large as needed. Present 


automatic welding equipment will fabricate a tank 16 
feet in diameter by 120 feet long. Our cranes can han- 
dle a tank weighing up to 200 tons. For production or 
custom tanks, call Master Tank & Welding first! 


r.0.860% $146 
2000 S. FRONT STREET, BOX 39 


DALLAS, TEXAS 
QUINCY, ILLINOIS 
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products and is designed primarily 
for use in the replacement field. 
The catalog includes instructions 
for ordering, installation planning, 
and assembly of Aeroquip hose 
and fittings. 


Circle 20 on Readers’ Service Card 


Valve literature 


A new folder on brass composi- 
tion-dise globe, angle and lift 
check valves has been published 
by Crane Co, The folder empha- 
sizes the advantages of the com- 
position dise valve for a 
broad range of services. It also 
shows other major design features 
of Crane composition-dise 
valve lines, and gives complete 
izes and dimensions. 


brass 


brass 
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Gas heater control data 


A new combination control for 
high capacity gas home heating 
described in a_ bulletin 
tobertshaw- 


units 1s 
now available from 


Fulton Controls Co. Model HC-E, 
the gas heating control described, 
is especially designed for use on 
central heating furnaces with rat- 
ings up to 200,000 Btu’s an hr. The 
bulletin is available upon request. 


Circle 32 on Readers’ Service Card 


Water heating information 


Specifications of 17 models of 
commercial gag water heaters are 
detailed in a new 8-page combina- 
tion catalog and self-mailer from 
Ruud Manufacturing Co. It covers 
commercial units in the three use 
classifications of AGA—automatic 
storage gas water heaters, circu- 
lating tank gas water heaters, and 
instantaneous gas water heaters. 
Sizing tables show Btu input, hot 
water delivery at graduated tem- 
perature rises, and installation 
space requirements. 

Two mailing folders—‘“Is Indi- 
rect Water Heating Wasting Your 
Fuel?” and “Your Dishwasher Can 
Save You Even More!”—are also 
available from Ruud. The _ bro- 
contain information § for 
P. gas, and plumbing per- 


chures 
gas, L. 


sonnel as well as those in the food 
service, motel and multiple dwell- 
ing trade fields. Both mailers fea- 
ture simplified sizing charts—one 
for apartments and motels and the 
other for dishwashing in food ser- 
vice establishments. 

Circle 33 on Readers’ Service Card 


Conversion folder 

Step-by-step instructions pre- 
senting all information necessary 
to convert industrial trucks to 
L. P. gas operation have been pub- 
lished in an easily understood, 2- 
color, illustrated folder, available 
from Beam Products Manufactur- 
ing Co. The folder includes a com- 
plete installation diagram and ex- 
plains the operation of the Beam 
system of L. P. gas carburetion. 
Circle 34 on Readers’ Service Card 


Gas regulator reference 

A brochure on gas regulators 
for house or service installation 
has been published by American 
Meter Co., describing its reliance 
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Enterprise 
. in its 99th year 





it takes... 


to keep your profits up! 


Here are the Enterprise-ing steps we take to help make profit- 


able sales for you. 


Every Enterprise Range allows you a full, money-making mark- 

up. You can maintain this profit because, range by range, 

Enterprise quality more than stacks up with competitive brands. 

Those of you who've been selling Enterprise ranges know this. 
Every Enterprise promotion—and, we're going to have 
them right along—will be based on something other than 
asking you, Mr. Dealer, to take a less-than-living profit. 
Every Enterprise sale is free of time-consuming, profit- 
consuming headaches. The high quality features built 
into every Enterprise range cut down on servicing. 


Ask your Enterprise-ing salesman about your new advertising allowance 


| PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee 


~ 
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2000 S. FRONT STREET, BOX 39 ° QUINCY, ILLINOIS 


AMERIVENT SAVES MONEY 
6 ways! 


Yes, you save money 6 ways with AMERIVENT ee 


1 It's light! Amerivent weighs 8 times less 4 Saves space. Installs safely 1” from com 
Costs less to handle, ship and install, needs bustible (%”" for Type B-W wall heater 
less strapping and supports installations) No furring-out around vent, no 


ventilating grills needed 


SNAP-LOCK joint. Installs in a jiffy, cuts 


. Adjustable elbows ind telescoping lengths 
installation time to the bone. No cements 


simplify tough installation problems, elimi 
or tools needed 


nate cutting, fitting and mating 


Stops condensation No stained plaster or fe No rejects no “hot walls no red-tagged jobs 
wall-paper, no peeled paint, no rusted heaters Amerivent meets U-L, FHA, VA, AGA, et 


with Amerivent ind all code 
Don’t take chances with your profits. Next time specify Amerivent. 


You'll find your venting problems go up the chimney — with Amerivent! 


The SNAP-LOCK 


GAS VENT PIPE 


MERI [yn | Ltn 


AMERICAN METAL PRODUCTS COMPANY, INC 
6100 BANDINI BOULEVARD :- OS ANGE ES 22, CA f 


|=) oO BO NO 22050 RAyr | 3 IZ 1 
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‘4 FINEST PROPANE TRUCK TANKS 


THE YW, 


Designed for Time-Saving 
Operation and Longer Service 


Money-Saving Features “Field-Tested” 
Over Our Own Retail Gas Routes 


Choose From 5 Models— 


1200 to 2200 WG Capacities 


Priced To Give You 
* Unmatched Economy and Value 


Convenient Financing Available 
* On Both Tanks and New Trucks 


Write TODAY for Illustrated Literature, Prices & 
Specifications on the Complete White River Line 


4 . 


Ud Uli! MASA 
BOTTLE & BULK 











WHY 7 LOSE 4% OF B-P FUEL ? 





KRUG B-P PUMPS 


eliminate this loss—assures safe transfer of 
liquid petroleum fuel — Veating tanks while 
filling costs money and is very dangerous. A 
KRUG Pump is the proven and practical 
method of transferring B-P Gas for tracter, 
bottie and tank filling. PROFIT TWO WAYS 
—your customers need KRUG Pumps for their 
protection. You can use KRUG Pumps ie your 
own operation. The World's Largest Prodac- 
ers of B-P Hand Pumps. 


KRUG PUMPS—Often Copled—Never Duplicated—Ask Your Distributor or Write: 








~— D. H. KRUG COMPANY Dept. 6?-87 MADISON, SOUTH DAKOTA—— 
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series 1400 and series 1500 regu- 
lators. Identified as bulletin 100, 
the catalog gives complete details 
on 36 different regulator models 
made by American Meter in this 
classification. Included is infor- 
mation on construction, capacities, 
dimensions, standard modifica- 
tions, and replacement parts. 


Circle 85 on Readers’ Service Card 
co 


Field flow charts 


Certified field flow charts are 
now available from Trinity Steel 
Co. These charts show in easy 
graphic form the rate of fill of 
Trinity’s new “tricon splash fill” 
systems, with and without vapor 
return hose. They also show the 
rate of fill of Trinity’s standard 
system. 


Circle 36 on Readers’ Service Card 
® 


Commercial heater bulletin 


Complete description and spe- 
cifications on Reznor-Olson stain- 
less steel direct-fired heaters are 
included in a bulletin published by 
the Reznor Manufacturing Co. 
These units are designed for large 
commercial and industrial space 
heating applications. The line in- 
cludes models in 10 sizes from 
400,000 to 2 million Btu. 


Circle 387 on Readers’ Service Card 


L. P. gas operation booklet 


A 20-page booklet, which con- 
tains several pages of factual data 
regarding the advantages, char- 
acteristics, and operation of L. P. 
gas, has been published by Amer- 
ican Liquid Gas Corp. In addition, 
it explains the functions of vari- 
ous types of L. P. gas carburetion 
equipment and illustrates the 
products manufactured by Algas. 


Circle 38 on Readers’ Service Card 
ie 


Burner brochure 

There is a new Selas Corp. of 
America bulletin entitled “Selas 
Series PRS Spear Flame Gas 
Burners.” This 4-page brochure 
describes a type of burner which 
produces a sharp, spear-like heat- 
ing flame, widely used in fields 
where a high temperature flame 
covering a limited area is re- 
quired. 


Circle 39 on Readers’ Service Card 
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Va The HEATERS 
MOST| FREQUENTLY |“ 
ASKED FOR BY NAME 





















































The best in Automatic low cost heating for stores — restaurants — factories — 
shops .. . in fact any commercial or industrial heating need. 





Peerless Unit Heaters have genuine customer appeal in their beautiful neutral 
gray-green color . . . modernistic cabinet styling . +. compactness . . . economy 
and quiet operation. 


Combustion chamber is made of ALUMINIZED steel that resists corrosion and 
greatly increases the life of the unit. A choice of fan or blower in all sizes 
from 50,000 B.T.U. to 200,000 B.T.U. 





Peerless gives your customers materially more for their money as well as greater 
heating satisfaction and best of all, more profit and less headaches for you. 


See your Distributor or write us for literature on these rugged and dependable 
Peeless Heaters that all smart dealers handle with pride. 


GAS Phe modern 
ORerless THE MODERN 


PEERLESS MANUFACTURING DIVISION OF DOVER CORPORATION 
LOUISVILLE 1, KENTUCKY @ 
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yYse to handle peak‘ % Coming events 


yy Wine Lea Bs! | in the Industry 


UO GUE, 
WITH VIKING PUMPS 


MAKE READY Yy -— " 


July 31—Mary 


ing 
3 


July 31-August 2—Sift 
l P. Gas Ser 


of Kansas, Lawrence 


August 5—Penr 
Meetina Jenne 


August 14—New 
mer Meeting 


N. Y. 
August 25-27—New 
r ) ¢( 


nvent 
Hilton Hote 


Rape 10—Pe 
nucl ¢ ' 


Truck Delivery Pumps te me Septamber 12.14 


WwW 
7 10 ‘ t ‘ tt me | 

power tak pu 5 IN sa rt 
GPM sizes load and un ; ‘ Meeting 
y September 
with ese eer 
>I Pp ine . . 

Pik J September 
A 1a} ¢ { e é 
, sroadview Wichita, Kar 
September 23—Virginia LPGA Annual 
Conventior lote umberlain, Old 


> £ 


September LPGA Cor 
For your i ventior St. Nict } 10Te pring 
safety— <<) >. fie 1 | 
all pumps \ . P ' 
carry this September 27—Natura yasoline Asso 
Underwriters | ciation of America, Oklahoma Regional 
marker Meetina Skirvin Hotel, Oklahoma 

te ty Okla 


arsed 6-8—Oklahoma LPG, nnual 
Meeting and Conventior 
Hotel, Oklahoma Cit 


Cedar Falls, lowa, U.S. A. In Canada, it's "ROTO-KING" pumps October 7-9—Amer 


Annual ¢ 


See Our File in Butane-Propane Catalog cy | M 





7 October 14- 16—Ne " 


Mar 0 
PAT. PEND \ ' 
Univer ty Ithe } N 


It's FOR YOU | October 25—Nat 


Man of Amat 


FISK orga 
TANK TRAILER fee 


November |-2—Eleventh National Home 


HYDRAULIC yundry Conference—Mayflower Ho 


Yl ONE MAN-—CAN FRISK your tanks with a FISK trailer Simple 
to operate and maintain. The hydraulic system does all the work Save 
muscles—time and money Fisk will transport tanks up to 1260 w 4 


PRICED WITHIN YOUR REACH—WRITE TODAY 
FISK TRAILER SALES Fine Products Co. 


6240 Ogden Avenue All associations are invited to send in 
Mounted route #26, Fond du Lac, Wisc. Berwyn (Chicago), Ill. dates of their forthcoming meetings for 
this calendar. 
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IN 
LP GAS DISPENSERS 


Designed with an eye 
for Economy of Space 
.. Safety..Beauty.. 
Convenience .. Ease 
of Operating and 
Moving..Savings.. 
Sales . . Profits 


RED BRUMIT 


You can count on us for all 
your LP gas tank needs 
We've got the experience, 
know-how and craftsman- 
ship. 





DAL-WORTH 
SPACE MIZER 


Three sizes — 1,000 WG, 2,000 WG and 3,000 WG. 

Completely self-contained with choice of pumping and meter- 
ing equipment in locking compartment below tank. 

Available with “Texoil” dispenser for service station 
operations. 

Painted two-tone to match major oil company colors if 
desired. 

No sharp corners or obstructions to hamper operations 

1,000-WG unit uses less than a 7-foot square...no fence 
required. 

Spray-filling for easy refueling of tank. 





This is the ideal unit for the service station operator who wants to 
take advantage of those additional sales and profits on LP gas.. 
for the economy-minded fleet operator...or for added storage space 
for the LP gas dealer. It’s easy to install and the entire unit can be 
moved in one operation. 


L-WORTH TANK 


COMPANY 


Post Office Box 818 e Grand Prairie, Texas 
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BRUNNER 


SINCE 1906 


TRANSFER UNIT 
SAVINGS RECORD 
SPEAKS FOR ITSELF 





look at these 
j $$$ saving facts 


~~ GALLONS OF LIQUID REPRESENTED BY ¥ 
VAPOR CONTENTS OF 10,000-GALLON TANK CAR 


COMMERCIAL PROPANE 


Tank Car 
Temp F. 


BUTANE 


Tank Car 
Recoverable Temp F. 


Gallons 
Recoverable 


Gallons Corresponding 


Pressure-psi 


Corresponding 
Pressure-psi 





110 212 540 120 62 204 
100 185 485 100 43 157 
80 140 392 80 af 115 
60 102 307 60 15.2 85 
40 72 237 40 5.6 6) 
20 4/7 175 30 2.1 51 


HERE'S HOW: The Brunner L P Gas Transfer Unit not only 
transfers all liquid to your storage tank but also removes 
and liquifies the gas vapors in the tank car. That amounts 
to one extra tank car of gas from every 20 tanks. 


It's also the economical and efficient way to load tank 
trailers and even discharge into storage tank of ultimate 
consumer. 


WRITE FOR FREE BOOKLET... 
Tells You How To Get Transfer Savings 


BRUNNER DIVISION 


Dunham-Bush, Inc. 


UTICA, NEW YORK 


WEST HARTFORD, CONNECTICUT © MICHIGAN CITY, INDIANA ¢ MARSHALLTOWN, IOWA e¢) RIVERSIDE, CAL 


BREWSTER, NEW YORK 7 TORONTO, CANADA . GAINESVILLE, GEORGIA + 


LONDON, ENGLAND 





L. P. G. SALAMANDERS 


HIGH PRESSURE LOW PRESSURE 


with controls 
10 Lbs-85,000 Btu © 35 "8000 Btus 


Safe, sure & quiet heat, Burns with clear blue flame. Low pres- 

sure type (6 to 8&8 oz pressure) can have automatic shut-off 

control Approved in large cities. Designed to be delivered 
knocked down for small space storage. Assembled in a 
few minates. Ask for free Leaflet No. HE-S-4. It's 
AEROIL for Winter Heaters Since 1917. 


PRODUCTS CO., Inc. 
Wesley St. 

So. Hackensack, N. J. 

4648 S. Western Av. Chicago 9 


LOW PRICES 


BIG DISCOUNTS ON 
QUANTITY TO DEALERS 


9217 Union Pacific Av. Los Angeles 23, 
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associations 


Dryden is president 
of Louisiana group 


The Butane-Propane Institute of 
Louisiana concluded its annual con- 
vention at the Roosevelt Hotel, New 
Orleans, June 2-4, by electing 
Martin F. Dryden, Jr., Baton 
Rouge, as its president for the com 
ing year. 

Other officers named were Howard 
J. Cornay of Lafayette, vice presi- 
dent; J. C. Chenevert, Alexandria, 
secretary; and Walter C. Bogan, 
Denham Springs, treasurer. Board 
members to serve with the above 
are: H. M. Fuller, Dubach; Pearce 
Bailey, Lake Providence; Robert 
W. Anderson, Delhi; Drozan Mil- 
ler, Lake Charles, and Quentin 
Jones, Houma. 

The meeting attracted some 150 
L. P. gas dealers and suppliers 
from the area. The business ses- 
sions were well attended and the 
speakers’ subjects were timely and 
instructive. 

Among those that addressed the 
meetings were: Howard D. White, 
executive vice president, LPGA, 
Chicago; Charles W. Guy, vice 
president and treasurer, Texas 


«= 


ae, 


New officers of the Butane-Propane Insti- 
tute of Louisiana are (seated left to right) 
Martin F. Dryden, Jr., president, Baton 
Rouge; Walter C. Bogan, Denham Springs, 
treasurer; (standing left to right) J. C. 
Chenevert, Alexandria, secretary; and 
Howard J. Cornay, vice president, Lafayette. 
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per or 


as 
Sait Ae part of the trinity story! 


NO. 4 IN A SERIES e W.N. (Bill) Peacock, Jr., is the man most instrumental in 
Ge the development of Trinity’s world-famous T-1 steel blimp transport units. Bill holds 
! the important position of Director of Research and Engineering and he and his 
staff are continually seeking ways to improve all Trinity's products, He is 
well qualified for this position...a graduate of Southern Methodist 
University’s Engineering School, he did design and engineering work on steel 
fabrications many years before joining Trinity six years ago. Bill’s friendly 
manner and willingness to serve have made him an important 
“Personality” in the Trinity Story. 


Profar, Gas 


FLAMMABLE CAS. J 


TRINITY STEEL COMPANY - FABRICATORS OF THE FABULOUS EVEREADY TRICON GAS SYSTEM! 


the NEW TRINITY STORY 


Write today 
beautiful 18-page booklet 
covering the entire 
Trinity line of truck 
tanks. storage 

tank and 

transports 


you 


4001 IRVING BLVD. DALLAS, TEXAS FL7-3961 


Latin American Division: Tanques de cero Trinity 8S. A., Calle Poniente 150, #734, Mexico 16, D. F. Plant and Sales Office 
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Natural Gasoline Corp., 
Harry S. Pond, Jr., president, 
Pond-Johnson Co., Baton Rouge; 
Robert D. Jones, assistant manage 
sales training, Continental Oil Co., 
Houston; and K. E. Jones, director 
of the Liquefied Petroleum Gas 
Commission of Baton Rouge. 

All sessions were presided over 
by Victor E. LaGrange, president, 
Institute of Lake Charles. At the 
closing luncheon, he was presented 
with a plaque in recognition of his 
leadership in the past year. 

The dealers approved three bills 
to be presented to the next legisla 
ture for 


Tulsa; 


much needed legislation 
benefiting the industry. Also, in the 
plans of the new officers, will be a 
concerted drive to bring all of the 
Louisiana dealers into the associa 
tion. L. P. gas sales in the state 
were well over the national average, 
according to state officials, and this 
volume will surpass that by 
a good margin 


year’s 


Idaho LPGA hears 
Albert Smith speak 


Members of the Idaho LPGA 
met in convention at Boise, May 25. 
During the day-long meeting, the 
delegate heard a_ report from 


PP 
4 


eee eeaew eee eeeeeaeee 


“Yes, that’s 
‘Continental 
Console 
Stuling’ 


Send for new catalog 
showing complete line of 

vented and safety cabinets 
all 4.6.4. approved. 


V800 


- 4 Just what customers want- | 
2 SUPERIOR HEATING oe 
and STYLING 





Albert Smith, vice president, Inter- 
mountain Gas Co., on the progress 
of natural gas activities by his 
company within the state. 

W. W. Burgess, Beam Products 
Manufacturing Co., addressed the 
group on the subject of L. P. gas 
carburetion. Open forum discus- 
sions were also held on the subjects 
of flaming, irrigation, pumping, 
and other related subjects. 

The convention was rounded out 
with a group luncheon, reception, 
and dinner. During the dinner, 
Mrs. Betty Bever, “Mrs. Idaho of 
1957,” gave a report on the national 
contest and the selection of “Mrs. 


i 


/® 
ty 9 


MARTIN STAMPING & STOVE CO., 


Huntsville, Ala. 


Nearly every phase of the LPG industry was 
represented by members of the STI Gas 
Fuel Alumni Association. Because of the 
tight schedule imposed on many of the 
members due to the meeting being held 
during the National LPGA convention it 
was impossible for all of the members to 
be present at the same time. This is part 
of the group that made attendance the 
largest to date. 





’ 


America,” during the finals held at 
Fort Lauderdale, Fla. 

President Vinton Stanfield an- 
nounced that Idaho’s fall meeting 
will be held at Shore Lodge, McCall, 
September 13-14. 


Attendance at STI meet 
is the largest ever 


The annual meeting of the Gas 
Fuel Alumni Association of South- 
ern Technical Institute was held at 
the Conrad Hilton Hotel in Chi- 
cago, May 14. 

A business meeting followed by 
a luncheon was attended by alumni 
and undergraduates. Attendance at 
the meeting was the largest to date. 

Election of officers for the com- 
ing year were as follows: Robert J. 
Sipchen, president; Jess Ward, Sel- 
wyn-Pacific, vice president; and 
Earle Clifford, head of the gas fuel 
department at Southern Technical 
Institute, secretary-treasurer. 


Eighty exhibit products 
at Appliance Institute 
The 25th Anniversary Conven- 
tion and Exhibit of the Institute of 
Appliance Manufacturers opened 
June 3 at the Netherland Hilton, 
Cincinnati. Eighty exhibitors of 
components, materials, and services 
used in the making of appliances 
exhibited their products—the larg- 
est such trade show ever held. 
During the three-day session, the 
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*,..S0 That’s Why PERFECT TION 


Is Safer And Easier To Service!” 





Right! You can fill a BS&B PERFECTION Propane System up to 52% 

faster with this new flanged MULTIVALVE®. And only PERFECTION 
combines convenient MULTIVALVE operation with leak-proof safety 

of the new patented Float Ring Seal! 

This Float Ring Seal is as reliable as it is simple. It is a wedge-shaped nylon 
ring specially designed for insertion between the flanged fitting and the 

island bar of the tank. Pressure within the tank compresses the seal... 

higher pressure, tighter seal. Simple, isn’t it? 

The new BS&B PERFECTION Propane Systems retain the field-proven features 
that have built the enviable reputation of unsurpassed quality .. . one-piece 
weatherproof Golden Dome, recessed internal relief valve for still more safety, 
heavy lifting lugs located for wide spread balance and handling ease, 

rugged one-piece steel channel wrap around legs. aN 
There’s no better time than now to standardize your operation on the one Jossiury 
propane system that assures customer satisfaction with trouble-free 


service—BS&B PERFECTION ... with the Golden Dome! C B 


Brack, Sivaics & Bryson, inc. EN hanes 


Propane lestenna Division, Dept. 6-AB8 
7500 East 12th Street 
Kansas City 26, Missouri 
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HOLD 


= 


HOMEM a lasiltag 


Old Customers 
ADD New Ones! 








THE MODERN FUEL 


Wherever you are 


Complete New Issue 
Every 30 days! 


Yes, you PROFIT by the regular, friendly con- 
tact that ‘‘HomeMaker Hints'’ makes for you. 

Colorful but low cost, ‘‘HomeMaker Hints"’ 
contains tested recipes . . . household helps 

. bits of humor . . . PLUS selling messages 
about your gas and gas appliances! Used by 
over 200 aggressive Gas Companies! 


imprints with your Builds Goodwill, 
‘ name, address, phone Makes SALES! 





Clip out and 
Mail Today, to... 


advertising company 


1503 N.E. 23rd STREET 
OKLAHOMA CITY, OKLA. 








for leakproof, principal speakers were T. Spencer 





Shore, president, Eagle-Picher Co., 


pressure-tight Cincinnati; Tom C, a edi- 





tor-in-chief, The Iron Age; Harold 


connections Bb. Wess, professor of business ad- 


SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble, Makes all 
assemblies leak-proof 
and pressure tight 
Prevents rust, cor 
rosion, joint seizure 


ministration and marketing, Amer- 
ican University; Stanley E. Fowler, 
director of sales training, Geo. D. 
Roper Corp.; A. A. Greenberg, 
business manager, National F'urni- 
ture Review; Richard E. Paret, 
stainless steel specialist, American 
Iron & Steel Institute; H. N. Old- 
ham, new business manager, Pio- 
neer Natural Gas Co.; Ronald 
Ringenberg, assistant sales man- 
ager, Mutschler Brothers Co.; Chet 
Huntley, NBC-TV commentator. 
The Institute’s president, Leon- 
ard Raulston, vice president, United 
States Stove Co., South Pittsburg, 
Tenn., presented awards to sup- 


super-penetrating pliers with the most effective ex- 


rust solvent 


hibits and to suppliers who, during 


LOOSENS 1957, had the most effective adver- 


rusted bolts, nuts, 


tising in the Institute’s magazine, 


serews, ‘trezen’ perts Home Appliance Builder. 


Liquid Wrench works 
fast...yet is absolutely 


safe for all metals and | Green's Fuel convention 


alloys. 
At Industrial, Automotive, 
Hardware, Plumbing Jobbers 
RADIATOR SPECIALTY CO 


4 
held in Nassau, Bahamas 
The 25th anniversary convention 
of Green’s Fuel Inc. was held in 
Nassau, Bahamas, at the Emerald 


John T. Oxley, president of Texas Natural 
Gasoline Corp., Tulsa, Okla., a speaker at 
Green's Fuel convention is introduced by 
K. H. Koach, president of Green's Fuel Inc., 
Sarasota, Fla. 





Beach Hotel on June 22, with the 
registration exceeding 115. 

Following the opening address by 

H. Koach, president of Green’s 

Fuel Inc., Sarasota, Fla., E. Carl 
Sorby, vice president of Geo. D. 
Roper Corp., discussed the timely 
subject “Today’s Challenge ... or, 
Survival of the Fittest.” 

During the afternoon session R. 
F. Horan of General Controls Co. 
presented some interesting facts on 
the subject of ‘Dealer Management 
and Merchandising.” 

Following Mr. Horan, John T. 
Oxley, president of Texas Natural 
Gasoline Corp., Tulsa, Okla., dis- 
cussed a topic close to the hearts 
of all the Green’s Fuel gas family 

“Future Outlook for L. P. Gas.” 
Mr. Oxley covered the current situ- 
ation and gave his interpretation 
as to changes which are in the mak- 
ing for the future; he contended 
that if the dealer would remain 
alert and not get over-extended, 
thereby keeping his business in 
proper order, there was little to 
fear .... he does not anticipate 
an over-supply of product. A cold 
winter, he stated, might prove most 
difficult for those in the L. P. gas 
industry who are not prepared. 

The Green’s Fuel Banquet held 
at the Emerald Beach Hotel was 
highlighted by a talk from Stafford 
L. Sands, co-owner of the Bahamas 
Gas & Fuel Co., Ltd., Green’s Fuel 
dealer in Nassau. 


When one crosses the international date line 
in the Pacific Ocean, a day can be lost. There 
is a line on the highway where it is possible 
to do even better. 


The motor car has not made walking a lost 
art. How else can we get from where we must 
park to where we want to go? 
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CARBURETION 


Quick payoff from huge savings 
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®INSTALLATION 
®SERVICING 


Gasoline gets the gate at Gates 


By J. ARTHUR THOMPSON 


After two years of study, re- 
search, and testing, Gates Rub- 
ber Co., one of the world’s lead- 
ing manufacturers of industrial 
rubber products, decided to con- 
vert 100 intra-plant and over- 
the-road vehicles to LPG. 


servative figures now show that 


Con- 


the conversion will pay for itself 
in less than two years and then 
Gates will have a clear $24,000 


per year profit. 


Floor sweepers such as this were included in the conversion of 


Rubber Co., 


100 vehicles to LPG power at the 
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Gates 


oT HE entire cost of the in- 
stallation and 

should be paid off in less 
than two years. The apparent sav- 
ings in lubricating 
plugs, and fuel alone add up to a 
substantial amount for each unit 
and would make conversion worth- 
while even without taking into 
consideration all of the other ad- 
vantages and savings we get from 


conversion 


oil, spark 


L. P. gas operation.” 
Such are the words of the people 


Industrial trucks 


Denver. power at low fue 


the 


“workhorses" of every factory, get reliable 


oil, service, and maintenance costs at Gates. 
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For more profits... 
take advantage 
now of the 


BIG SWITCH 
to LP-GAS! 


Moore and more lift truck users are switehing to LP-Gas. Manufacturers. 
too, are producing more LP-Gas models. You can make the most of these 


opportunities for year-round LP-Gas profits, by having plenty of PRrest- 
O-Lire Lift Track Cylinders on hand. 


Prest-O-Lite Lift Truck Cylinders are rugged — built to take rough han- 


dling in day-to-day lift truck operation. 


Prest-O-Lite Lift Truck Cylinders are lightweight — easy to change and 
carry. All sizes have curled handholds for easier lifting both the 33). 


and 43) Ib. sizes have curled footrings, for extra strength. 


Prest-O-Lite Lift Truck Cylinders are clectrostatically painted first with 
zine oxide, then with aluminum enamel, and infra-red dried —for maxi- 


niu protection avainst moisture and corrosion. 


Prest-O-Lite Lift Truck Cylinders cost you no more than other cylinders 
that offer so much less. They re made by LINDE, with 50 years of eylinder- 


building experience, 


luke advantage of the big switch to LP-Gas! For details and 
prices of Prest-O-Lire Lift Track Cylinders, call your near- 


est LINDE office. LINDE COMPANY, Division of l nion Carbide iE) Sife) < 


( orporation, 30 East 42nd Street, New York 17, N. Yo Offices 


in other prineipal cities, In Canada: Linde Company, Divi- rey \oiziie) = 


TRADE MARK 


sion of Union Carbide Canada Limited. 
The term Linele Prest-O)-L ite and “Union Carbide” ar 


e registered trade-marks of Lnion Carbide Corporation 
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most concerned with motive power 
maintenance at the mammoth 
Gates Rubber Co., Denver. 


Gates Rubber is among the first 


six of the nation’s rubber manu- 
facturing companies. It is the 
largest manufacturer of V-belts 
in the world. Its products are sold 
in every part of the United States 
and in 109 foreign countries as 
vell. Gates tires, hose, V-belts, 
and other products are known in 
all segments of American indus- 
try. In addition Gates manufac- 
tures a wide variety of mechanical 
rubber goods: luggage handles, 
pipe wipers, chicken picker fin- 
gers, rubber linings for tank cars 
and industrial tanks, rubber gate 
seals for the huge power dams, 
and many other item 

Gates began in 1911 and did not 
achieve its present eminence in 
the industrial world by second 
rate methods. Poor equipment, 
shoddy materials, or inefficiency 
have never been tolerated. 

After the proposition of switch- 
ing intra-plant motive power from 
gasoline to L. P. gas was first 
made, nearly two years were spent 
in investigation, research and rig- 
orous testing. 

The results and obvious savings 
were so startling that the signal 
to go ahead was given by top man- 
agement. $53,000 was the appro- 
priation for the switchover. 

By the time the program is 
completed, about 100 pieces of 
intra-plant motive power and over- 
the-road trucks will have been 
converted to L. P. gas. 

The over-the-road trucks are 
service units used in and around 
the city of Denver. The intra 
plant equipment includes fork lift 
trucks, tow units, mall utility 


trucks, and powe) weepel A 





Top, Jack Steel demonstrates Gates Rub- 


ber's safety-plus cylinder filling plant. 


Center, the valve is turned on and the fork 
lift is ready to roll on LPG. Harry Smither- 
man, head of Gates Rubber's truck mainte- 


nance department, does the turning. 


Bottom, another load of Gates Rubber Co, 
products is taken to the warehouse with 


clean, smooth-operating propane power. 
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A typical carburetor 
installation on one 
of Gates’ fork |ift 
trucks is shown. Con 
version will soon pay 


for itself 


unit called a prime mover, orig 
inally a war surplus item, is used 
for switching freight cars around 
the big plant. This too has been 
converted to propane with a big 
Savings in operating costs and a 
decided improvement in perform 
ance, 

The fork lift trucks are 2000 
and 6000 lb capacity models. The 
smallest units converted are the 
utility trucks which are powered 
by a single cylinder, 5.8 hp Wis- 
consin engine. 

According to the estimates of 
Industrial Engineer Vern Bybee 
and Harry Smitherman of the 
truck maintenance department, 
when the 100 conversions are com- 
pleted, some time this year, the 
accountable annual savings for 
Gates will add up to something 
like $24,000. 

This includes fuel cost savings 
estimated at $11,000 and mainte- 
of $13,000. The main- 
tenance estimate includes savings 


nance cost 


in service time and oil costs. And 
they believe these figures to be 
quite conservative. 

sut even this figure does not tell 
the whole story. 

Previously, oil was changed 
about every two hundred hours. 
Now oil is changed only after two 
thousand hours or more in many 
cases. 

Mr. Smitherman’s personal pick- 
up truck was among the units con- 
verted. It has gone over 4500 miles 
without an oil change. 

When a piece of motive equip- 
ment must be taken out of service 
for overhaul, the time lost is an 
often intangible, but very real cost 
added to operations. Motive power 
units in the Gates plant had been 
averaging one motor overhaul per 
year. This time can now be ex- 
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tended to a three to five year aver- 
age. A very actual, if unmeasur- 
able savings. 

One unit, powered with a Chrys- 
ler Industrial engine, had been 
running about nine months on 
gasoline and was switched over to 
propane carburetion without any 
other work being done. After 12 
months’ operation on propane it 
was torn down for examination 
und overhaul if needed. During 
this total of 21 months, this unit 
had been working three shifts per 
day, six days a week (around 
13,400 hours). Despite this long, 
yrueling siege, the wear was less 
than half of one thousandth of an 
inch on any part. Everything was 
put back together using standard 
parts; no oversize was required 
anywhere. 

In addition to the savings, 
the Gates people are enthusiastic 
about the efficiency and safety of 
L. P. gas. 

There is no overflow or drip 
from the fuel tank and no fumes. 
They have quicker starting and 
more power. It is far cleaner, 
more satisfactory and efficient all 
around, 

Zenith carburetors are used on 


intra-plant equipment and Cen- 
tury on the outside trucks. 

Perhaps one of the most inter- 
esting features to an L. P. gas 
man is Gates Rubber’s fuel stor- 
age and bottle filling station. 

A 20,000 gal. storage tank is 
situated in a fenced area at a 
good distance from all other build- 
ings. A rail spur leads to the site. 
The house for the compressor and 
bottle filling plant, built of sheet 
steel and concrete, is nearby. All 
piping is color-coded. A Corkin 
compressor is used for unloading 
tank cars and two Roney pumps 
are used in bottle filling. 

All electrical equipment in the 
storage plant is, of course, explo- 
sion proof and extra heavy duty. 
Safety-plus is emphasized every- 
where. Large ventilating ducts be- 
ginning at 12 to 18 in. from the 
floor lead to a big exhaust fan in 
the roof. The switch which starts 
the motors for bottle filling is a 
delayed action mechanism which 
first starts the ventilating fan 
motor to exhaust any possible low 
lying fumes, before the pump 
motor starts. When bottles are 
placed on the scale, they are im- 
mediately grounded against any 
static sparks. The entire fuel stor- 
filling installation was 
toney 


age and 
designed and installed by 
Inc. 

Jack Steel, who is in charge of 
this installation, has had eight 
years’ experience in L. P. gas and 
he is a firm believer in safety-plus. 
He keeps the yard and the bottle 
filling house in immaculate condi- 
tion at all times. 

The savings and benefits which 
Gates Rubber Co. has found with 
the conversion to propane power 
has exceeded their expectations. @ 


A 20,000 gal. stor- 
age tank supplies 
LPG to the 100 pro- 
pane - powered ve- 
hicles at Gates Rub- 
ber Co. 
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“My LPG dealer found just 
the tank | needed IN STOCK 
at a Western Distributor” 


There’s a Western Distributor select- 
ed, for Dependability and Know- 
How, near you! Western Distribu- 
tors are located in the following 
cities. 


Chicago Kearney, Nebraska 
Chickasha, Okla. Liberal, Kansas 
Bales Little Rock 
Okiahoma City 


Phoenix 
Edinburg, Texas Sikeston, Mo. 


Denver 


Kansas City St. Louis 


For the name and address of your West- 
ern Distributor, write Box 1338 or call 
PO 5-9474, Lubbock. 


MOTOR FUEL & TRACTOR TANKS 
WESTERN TANK AND STEEL CORP. 


The Nation’s No. 1 Supplier of 
LPG tanks to Tractor Manufactur- 
ers . . . and the largest exclusive 
manufacturer of Automotive and 
Tractor Tanks. 
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W... your customers need a tank in a hurry, 
you'll find Western has backed the finest quality 
products with more convenient and dependable 
service. LPG dealers throughout the nation are 
saving hours, sometimes days, by checking FIRST 
with their nearest Western Distributor. In most 
cases, you'll find all of Western’s custom-designed 
automotive tanks, and perfect-fit tractor tanks, IN 
STOCK at your Western Distributor. 





The case for the L. P. gas engine 


Five truck tractor engines went 
on “trial” recently at the con- 
vention of the National Tank 
Truck Carriers Inc. in Detroit. 
Bart Rawson, editor of Commer- 
cial Car Journal, one of BPN's 
sister publications, was modera- 
tor of a convention panel which 
included "The Case for Fuel In- 
jection Engines," "The Case for 
Turbines,” "The Case for Con- 
ventional Engines," “The Case 
for Diesel Engines," and “The 
Case for L. P. Gas Engines." 
Here is the evidence produced 
in favor of L. P. gas. 


FAVE best engine for any pai 
: ticular job is the one that can 
iccomplish the job required of it 
it the 


lowest over-all cost. Since 


all the power plants under con 
ideration here today can be as 
umed to be capable of performing 
the job satisfactorily, the choice 
of the best power plant is largel; 
ain economic one 

By far the largest item in ope) 
ating cost of any truck engine 
the fuel cost 


fuel varies considerably in differ 


Since the price of 


ent parts of the country it is diffi 
cult to make any flat statement 
on the relative prices of gasoline, 
diesel fuel, and L. P. gas. How 
ever, there are some very signifi 
which 
Althoug! 


the actual price of fuels in any 


cant trends in fuel prices 
are illustrated in Fig. 1 


particular area will vary from 
those 
trend in fuel prices is pretty much 


the same in all areas. 


Let’s take a brief look at some 


of the reasons for the trends in 


fuel prices which this chart show 
Qne obvious part is the general 
trend of increases in all price 
Coupled with this, in the case 
yusoline is the fact that the cd 
mand is far greater than the sup 
ply available from simple distilla 
il, The result 


tion of crude 
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hown on this chart, the 





that today’s refineries are complex 
chemical plants that must take the 
crude oil apart and then put it 
back together in a form that will 
meet the requirements both as to 
quality and quantity. All of this 
money and in 


processing costs 


most cases results in a reduction 
of yield. When 70 octane natural 
gasoline (which was plenty good 
enough for the 1920 car) is put 
through a catalytic reformer to 
make 100 octane gasoline out of it 
for the car of the future, the vol- 
ume of gasoline is reduced by 
about 20 per cent. 

Refiners, like any manufacturer, 
try to balance their production to 
meet the demands of their custom- 
ers. Within certain limits refiners 
have some flexibility in the amount 
of the various products made from 
a barrel of crude oil. In all cases 
the cost of the process must be 
considered, 


For many years gasoline pro- 


By F. E. SELIM ° Phillips Petroleum Co. 


duction was the controlling factor 
in refinery operations. As a result, 
the amount of crude to be run in 
refineries was set by the amount 
of gasoline required. During the 
past few years the demand for 
diesel fuels and fuel oils has in- 
creased so rapidly that many re- 
finers are now faced with a situa- 
tion wherein demand exceeds the 
supply. As a result, the produc- 
tion of 
increasing with respect to gasoline 


distillate fuels has been 


production. The cost of the proc- 
esses used to increase this distil- 
late production must also be con- 
sidered. 

One factor in the problem which 
is not apparent from any of the 
figures is that catalytic cracking 
has come into widespread use for 
converting distillate oils into high 
octane gasoline. Unfortunately, 
the straight run gas oils which 
make the best diesel fuels are also 
the best feed stocks for catalytic 


Fig.!. Trends in motor fuel prices 
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TABLE |. TRUCK-TKACTORS OF EQUAL PERFORMANCE RATED ON THE 
BASIS OF DESIRABILITY 


Most desirable (1) to least desirable (4) 


TYPE OF ENGINE 


Conventional Fuel Injection 


Gasoline 


Gasoline 





cracking plants. This means that 
refiners will either sell these gas 
oils as diesel fuel or convert them 
to gasoline depending upon which 
brings them the greatest net re- 
turn. As long as the demand for 
high octane gasoline remains 
great, the availability of top qual- 
ity diesel fuels will depend upon 
the willingness of diesel engine 
operators to pay enough for their 
fuel to make the conversion of 
these products to high octane gas 
oline unattractive economically to 
the refiners. 

The natural gas, natural gaso- 
line, and refining industries have 
found it generally profitable to ex- 
tract natural gasoline and some of 
the liquefied petroleum gases from 
the gas which is produced with 
oil, from 


‘ 


‘dry” natural gas and 
from refinery gases. Deeper ex 
traction to recover more of the 
propane and butane in these gases 
will afford a hugh increase in the 
availability of propane and butane 
when the increased demand 

these versatile high octane prod- 
ucts becomes a reality. One may 
confidently expect the natural gas 
natural gasoline, and refining 

dustries to provide an increased 
volume of L. P. gas in response to 
a continuing demand and at a 
price level which affords a reason 
able incentive. The automotive in 
dustry can rely on the favorable 
response of the petroleum indus 
trv to the problem of manufat 
turing and distributing L. P. 

to automotive vehicles. In other 
words, the raw materials for 


] 


duction of vastly increased quan 

of L. P. gas are available 

the production will materia] 

in harmony with the demand 
Because of the difference 
heating values of the fuels 


the differences in efficiens 
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Which they are 
differ 
ence in the amount of fuel which 


the engines in 
used, there is a significant 


the engines will use to do the 
same job. Experience tells us that 
because of this difference in fuel 
consumption, L. P. gas is worth 
about 2/3 as much as diesel fuel 
and about 85 per cent as much as 
gasoline in heavy duty service. In 
wherever the total! 
cost of 100 gal. of L. 
cluding all 


other words, 
P. gas (in 
taxes and fees) 1 
equal to or less than the cost of 
2/3 gal 


engine 


85 gal. of gasoline or 66 
of diesel fuel, the L. P. gas 


"Talk About 


Diesel 


will be the logical power pl: 
ise 

otal operating costs include a 
host of items other than fuel costs. 
Again, experience tells us that if 
we compare a truck tractor pow 
ered by an L. P. gas engine with 
truck tractors of the same rating 
using a conventional gasoline en 
gine, a fuel injection gasoline en 
gine and a diesel engine, they will 
line up about as shown in Table 
where we have rated the tracto 
by engine type on each of 
items as most desirable 1) 
least desirable (4). 

We believe that most of the rat 
ings are well substantiated by the 
records. Our rating on fire hazard 
is substantiated by the following 
quotation from a report of the In 
Commission 


terstate Commerce 


Bureau of Motor Carriers, Section 
of Safety dealing with Motor Ca) 
rier Fire Accidents for 1951 
Section 24—Conclusions and Re¢ 
ommendations 
(F) There are many possibil 

ties for the avoidance of fire and 
the reduction of property damagi 


caused by fires through redesign 


Any competent auto mechanic can make 
a DIX conversion. No special tools or 


parts required 


Full instruction pham 


phlet available upon request 


With DIX 


You Save on Service 


DIX CARBURETOR COMPANY 


6605 S. WILSON AVE 


LOS ANGELES 1, CALIF. 





of vehicles. Although no data is 
the 


operated by gaso- 


available cone erning propor- 


tion of mileage 
diese! fuel, 
troleum gas powered 
would appear from examination of 
that 
equipment is 


line, and liquefied pe- 


vehicles, it 
accident records diesel-pow- 


likely to 


rupture 


less 
tank 


powered 


ered 
catch 


tnan 1 va 


fire due to 


oline equip 
ment and that liquefied petroleum 
va 
involved in a fire 


equipment is practically never 
accident because 
the fuel 

afety may 
lower flash 


nece 


of failure or rupture of 
sed 
the 
and the 
truction of 
fuel tanks. Car 
dangerous 
hould, 
ideration to 
their 
furthe) 


This increa 
ibuted to 
se] fuel 
sturdy 


tem 
be attr 
point of die 
bu 


arily con 


tane and propane 


rier of and valuable 


therefore, 


cargoes 


yive 


careful con the type 


fuel which powers units.” 
Thi 
tiated by a 
L. P. ga 
which 
The 


injured 


substan 
An 


rammed 


rating 1 
tration, 
truck 


true illu 
powered 


had 


driver wa 


one topped for a top 


] 


ign not seriously 


but he was pinned in the 


cab for some time and would un 


doubtedly have burned to death if 


Parkhill Nozzles | 
attach in 3 seconds . . 
two operations 

They're safe: Nozzle 
must be locked on before 
fuel can discharge. Upon 
release gas escapes 
away from hands 


No Cold Burns! 2 


there had been a fire. The 


fuel 


tanks were torn completely off the 


truck and the fuel lines 
apart but the strength of the 
kept it intact and the safety 
vices built into all L. P. 


ripped 
tank 
de- 
gas tanks 


prevented any serious loss of fuel. 


In the final analysis, the 


power 


plant for any particular truck (as- 


suming that all the types under 


discus here 


able 
be determined 


sion today are 


primarily on 
basi 
all the 


secondary 


other factors 
importance. 


the country 


it with 

iming 
many parts of 
L. P. gas engine 
at the 
the 
as they 


lowest fuel cost of all. 
the 
say that they 
which L. P. 


will 


have in 


our studies will, 


areas in 


advantage increase in 


and the differential in favor 


avail- 
in the ratings required) will 
the 
; of the cost of fuel to operate 
as- 
In 
the 
can operate today 


If 


trends in fuel prices continue 
past, and all 
the 
gas has the 
size 

of 


L. P. gas will continue to increase. 


Thi 


vantages of 


with the 
the L. P. 
points to a 
use of L. P. 


tomorrow’s tank trucks. 


coupled many 
gas 
clearly 


in the gas to 


arkhill 





afety Hose Nozzles 
@ QUICKER FILLING 
@ SAFER OPERATION 
@ LOW MAINTENANCE 


Write for Information 


PARKHILL COMPANY 


264 Huntington Drive, San Marino, Calif, 


ad- 
engine 
rapid increase 
power 





WHEREVER DEPENDABLE CONTROL 


/ 
Ftd 


IS RE 


fl 


REGO isa 
registered trade 
mark of The 
Bastian-Blessing 
Company 


j 
“fama ( 


j 
fimtede 


QUIRED ALWAYS SPECIFY 


® 
REGO LP GAS EQUIPMENT 


For lift trucks and all other types of com. 
bustion engine installations, be sure of get- 
ting the finest LP Gas control equipment. 
Always specify RecO ... the best in the in. 
2 oe as well as the most complete line. 
WRITE TODAY for complete REGO Catalog Free! 
THE BASTIAN-BLESSING COMPANY 
4201 West Peterson Ave. © Chicago 30, lil. 


See our general ad on pages 4 and 5 








Climax changes its name; 
moves to new location 
Climax Engine Manufacturing 
Co., a division of Eversharp, Inc., 
has been announced as the new 
name of one of the nation’s leading 
manufacturers of industrial gas 
engines. The company was for- 
merly known as Climax Engine & 
Pump Manufacturing Co., a divi- 
sion of Eversharp, Inc. 
The district office at 
Texas, moved to the 
1907 Elm 


Dailas, 
has been 
Tower Petroleum Bldg., 
St. The compny maintains 
general offices at 208 So. 
LaSalle St., and a factory 
at Clinton, 
Climax 
gasoline, and butane and are avail- 
able in 4, 6, 8, and 12 cylinder mod- 
els—in a range of sizes from 40 to 
610 hp. 


also 

sales 
Chicago, 

Iowa. 


engines operate on gas, 


Article on LPG trucks 
in important factory book 

The growing interest in the use 
of LPG as fuel for forklifts and in- 
dustrial trucks is again evidenced 
by the publication of a feature ar- 
ticle entitled “Picking Your Best 
Truck Fuel” in the June 1957 issue 
of Factory Management and Main- 
The article was written by 
Lucas, Jr., of Hyster Co., 
of forklifts, 
carriers, and several types of spe- 
trucks. 
objective 


fenance. 
H. R. 
manufacturer lumber 
cial factory and yard 
The 


cussion of 


article is dis- 
the 


advantages of 


an 
advantages and dis- 
yasoline, LPG, 
‘| for trucks of this type. 
yeneral tone of the article is favor- 
able to LPG, the 
author’s conclusions ques- 


and 
diese The 
although two of 
will be 
tioned by many experienced opera- 
(1) that the main- 
tenance cost of the diesel engine is 
low, and that LPG is 
more hazardous than gasoline. 

On the diesel question, 
to the ignition sys- 
tem as a reason for reduced main- 
tenance but neglects to men- 
tion the high cost of 
the 

Concerning the relative hazards 
of LPG and gasoline, 


tors. These are: 


(2) slightly 
he points 
absence of the 


cost, 
maintaining 
fuel injection system. 


he brings out 
the possibility of escape of propane 
through the pressure 
but overlooks the 
line dripping on 


relief valve, 
hazard of gaso- 
warehouse floors 
and around lumber piles. 

We do not recall 
heard of a fire or 


ever having 
explosion in a 
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warehouse, factory, or industrial 
plant resulting from the escape of 
LPG through a pressure release 
valve, although it could happen if 
the truck was exposed to unusual 
heat. On the other hand, we know 
of several lumber companies that 
have had fires caused when some- 
thing went wrong with the gaso- 
line system on a yard truck. With 
the increasing use of LPG in these Controlled Motor Fuel Tank Pres- 
industrial trucks there will prob- sure means: Constant air-fuel ratio. 
ably be enough data in five years LP-Gas tank pressure is in direct rela- 
to draw unassailable conclusions tion to its temperature. Air-fuel ratio 
from insurance records. is affected by temperature and pressure 
In the meantime it is good to changes causing power loss, poor 
know that a magazine of this im- economy and unsatisfactory perform. 
portance, with 64,000 circulation, ance. Controlled tank pressure causes 
is giving favorable attention to an rapid evaporation which refrigerates 
important use of LPG. | the tank and does away with filling 
problems. For peak performance, in- 
' creased horse-power, added econ- 
Ford's farm tractors now omy and safety ALL FUTURE LP- 
available with L. P. gas | GAS CONVERSIONS SHOULD BE 
EQUIPPED WITH THE CLARK 
PRESSURE CONTROL VALVE. 





Ford Motor Co. announced re- 
cently that all models of its farm 
tractors are available with L. P. 
gas carburetion. 

Supplied by Zenith Carburetor 


division, Bendix Aviation Corp., Clark Manufacturing Co. 


> » j rae ve > y ° 
the CL. ¥. unit was deve loped by 2269 Orange Avenue, Long Beach 6, Calif. 
Zenith and Ford engineers. Sim- 
plicity of installation and service is 
an outstanding feature. 


Complete field conversion pack- cil’s Dealer Sales Aid Committee. CHANGE CYLINDERS IN 
ages are available beginning with Titled “How L. P. Gas Boosts LESS THAN A MINUTE! 
1953 Ford tractor models. Power While It Cuts Tractor 

Costs,” the folder opens into three 
sections that point out the power, 
maintenance, and operational ad- 
vantages of L. P. gas. The 2-color 
folder is shaped like an L. P. gas 
bulk tank. 
The back cover advises readers to 
“Get The Facts” about L. P. gas 
carburetion and provides imprint - 
space for Council member firm LPG TANK 


names. MOUNTING BRACKETS 
This new consumer folder is an | fo» Matestale Handling Equipment 


ideal envelope stuffer, and will fit 


@ For additional information write: 








No. 6 envelopes. Safe, Sure and Simple! Use with any 
The Ford all-purpose 4-wheel tractors, as The folder will be featured in Materials Handling Equipment that has 
space for an LC.C. Tank; either 20, 
$3.1/3 or 43% Ib. Horizontal or vertical 
mounting. Positive locking holds tank 
firmly. Exceeds N.F.P.A. Requirements 
Members of the National Council by 100%. Used by many of the nation’s 
leading industrial firms, See your dis- 
tributor or write. 


well as its row-crop models, are now avail- Council advertising appearing in 
able with L. P. gos engines as a factory- 25 state farm papers, Progressive 
installed option. Model 850 is shown above. Farmer and Farm Journal. 





° * can buy the folders from the Coun- 
agen my _— cil office, 185 N. Wabash Ave., Chi- y ' 
as tractor tue cago. Imprinting can be done lo USER PRICE $24 rite for 
cally, or by the Council Quantity Prices 
Fete esses eeeeeeeeee0082895 


LPG FUEL INDICATOR KIT 


Another new dealer sales aid 
prepared by the National LP-Gas 


Red Warning light flashes when LPG is low 
5 USER PRICE $11.90 


yas as tractor fuel, according to Trt trtrttTtTtTtTtTtTtehehethetlhetthetthethetthtitfteft 


Frank Carpenter, United Petroleum BRAKE MANUFACTURERS INC. 


Gas Co., and chairman of the Coun- 1711 Race Cincinnati 10, Obie 


scribing the advantages of L. P. 


. . 4 ® 

Council is an attractive folder de- : End expense caused by “Out of Fuel.” : 
‘ r 

r 
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All Classified Advertising payable with order 
Copy must reach publisher's office prior to 
the Ist of the month preceding publication 
Address Classified Advertising Material 
BUTANE-PROPANE News, 198 8. Alvarado 
Street, Los Angeles 57, Calif 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with | pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 


undisplayed ads. 





HELP WANTED 


GENT WANTED. RESTRICTED TERRI 
PORTE OPEN, bottle and bulk L. P. Gas 
Will furnish complete equipment, bottles 

i Ross Utilities, Ince Belleville, Il 


WANTED-—EXPERIENCED MAN CAPA 
SL} OF AKING over full management 
¢ iles, and service of small propane com 
iny in Western Colorado, Will consider sale 
{ partial interest to right man. Incentive plan 

ilable. Reply Box 41, BUTANE-PROPANE 
News, 198 So, Alvarado St Los Angeles 57, 


f 


off 


1ANUFACTURER’S REPRESENTATIVE: 
WANTED IN Iowa isconsin, Michigan, [Ili 

Indiana, Ohio by old line manufacturer 
{ was fired conver n burners, forced air space 
cute and overhead unit heater Give ful 
t in firet Jetter Write Vacuum Gas 
er Co,, Olean, New York 


POSTTION OUN TO BI VAII 
\ full time field represe 
ation to trave N 
qualifications and 
OCITATION OF 
DEALERS, 62 


SITUATIONS WANTED 


UNDER 40, COLLEGE 
years experience in all phase 
and wholesale distribution, ap 
service, carburetior now en 
manager large independent distribu 
ithwest Desire to change ] 
that can make full use 
and offer broad futur 
plus secure future, Will le 
emisphere Write Box 
’ News 198 So 


ele Calif 


BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota 


FOR SALI 
BUSINES 


tled service 


OLD-ESTABLISHED LPG 
, Central California. Bulk and bot 
Furnished house, showroom, office 
shop, 3 trucks About 1,000 customers Ide 
location and climate. Low down payment. Bu 
ness will pay for itself each year. Reply B 
BUTANE-PROPANE News, 198 o. Al 
varado St., Los Angeles , Calif 
PROPANE PROPERTIES. Several indepen 
dent propane bulk plants for sale in north cen 
tral Kentucky. Would make ideal combination 
for one ownership. ‘Total Price-—$350,000. We 
specialize in petroleum properties PETRO 
LEUM MARKETERS, 604 Produce Bank 
Bldg., Minneapolis 3, Minn. 482 Starks Bldg., 
Louisville, Kentucky 


CONTROLLING STOCK IN WELL ESTAB 
LISHED bottle gas, appliance and bulk gas 
company in Southeast, 6,000 customers. Sales 
over gzee.p0e annually Unbroken profit rec 
ord nitial cash required $40,000 but 5 to 16 
year payout on balance possible. Reply Box 45, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Les Angeles 57, Calif 
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BUSINESS OPP. OFFERED (Cont'd) 


FOR SALE: MODERN PROPANE PLANT, 
COLORADO Location. $70,000.00 down pay 
ment Terms on _ balance Reply Box 39, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif 


MANUFACTURING RIGHT: 
ted) revolutionary new variable 
fuel metering L.P.G. Carburetor 


Ada on, 470 Madeline Dr., 


FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas 
ter Tank & Welding (Bailes) advertisement in 
this edition. 


USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently im use and 
being replaced with larger unit United Pe 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
apolis 16, Minnesota 


HAUL MUCH MORE GAS! LOAD AND 
UNLOAD FASTER! Users say, ‘Nor-Tex 
Units are the best answers to today’s need for 
profitable delivery units.’ You can save as 
much as 1000 Ibs, with 202B material, alumi 
num skirts and cabinets High-flow piping 
with INCREASED capacity pump, meter, od 
reel and hose now boosts deliveries to 50 GPM, 
Vapor manifold permits easy simultaneous load 
ing and unloading of twin tanks with either 
compressor or liquid pump. These popular, 
carefully engineered and sleek designed Nor-Tex 
Single and Twin units are produced in four at 
tractive models: The “Standard’’—‘The Cus 
tom ‘The Payroll Special’ and the “De 
Luxe.” That's not all! Twin units, up to 2000 
WG, are mounted on 84” cab to axle. Start 
hauling more gas and less steel. Do it profita 
bly and in much less time Phone, wire ort 

te for prices now. NORTH TEXAS TANK 


Co., Denton, Texas. Phone Central 5416 


PROPANE DELIVERY UNIT BRAND 
NEW 1800 WG twin Model 200 (rear cab 
net), mounted on 1957 Chev., 2 ton, 2 spee 
x22Y% 10 ply rear tires, ONLY $4,608.00 Ta 
Paid, Plumbing, meter, hose, etc., extra, W< 
trade. White River Distributors, Phone 570, 
Batesville, Arkansas 


FOR SALE: 1950 GMC TRUCK--1775 WG 
rANK, Viking Pump, Neptune Meter, Propane 
Carburetior Low Mileage, Mechanically extra 
good, good rubber, new hose. $3,900.00. Jackson 
Appliance, Phone 893, Marshall, Missouri 


USED TRANSPORTS FOR SALI SEV 
ERAL Twin-Barrel, 250% Propane Transport 
late model Columbian, single and tandem axle, 
‘ plete with tractors. Priced right and in ex 
cellent condition Ready to go Write Dixie 
Gas, Inc., Marks, Mississippi 


FOR SALE—TRUCKS - TRAILERS - Cont. 


TRUCKS Several late model units, ready t 
go, 1000 to 1600 WG Long term financing 
We trade for your old unit. White River Dis 
tributors, Phone 570, Batesville, Arkansa 


FOR SALE: USED PROPANE DELIVERY 


FOR SALI 2 USED PROPANE TRANS 
PORTS FOR immediate delive BUTLER 
830 W.6 SOt? W.P. Twin barrel Semi, ex 
cellent condition Priced comy $3,850. 
FRUEHAUF twin, 6028 ilt in 1951 
landem just overhauled ex nt condition 
new paint jol W.P ’riced for qui 
sale $3,950.00. Direct pi; » refinery put 
these out of service. Wri t 1 FUELGA 
cO., IN¢ 3306 Lapee Q t, Michigar 
Cedar 5 


1950 DODGE rRUCK, PROPANE OPER 
ATED, 1500 W. G. single propane tank 
peed axle, 900 tires 10 and 1 ply, Neptune 
Print Meter, electric hose reel, 150 ft. fill and 
other hose for equipped with 
air brakes, first class conditior W. | Me 

ger, Inc., 44 S. Broad St., Nazareth, Pa 


complete operatior 





DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 











FOR SALE—TANKS - CYLINDERS 


FOR SALE: 30,000 GALLON ASME TANKS 
Used but excellent conditior Reply Box 49 
BUTANE-PROPANE New 198 So. Alvarade 


t., Los Angeles 57, Calif 


1814 GAL. SINGLI BARREL PROPANI! 
tank, 90 gal. Viking Pump, Neptune Print-O 
Meter, mounted on 1951 Dodge 2-ton new 
motor, LP carburetor, 5-speed transmission; 
speed axle Now in service, $1,750.00 Otis 
Smart, Colorado Springs, Col rado 

1950 G.M.C. TRUCK 1250 W.C. TWIN NOR 
TEX Propane Tanks, Ensign combination carbu 
retion, pump hose all ready to deliver propane 
gas. Price for quick sale $1,950.00 Call, write 
or come to Modern Way Butane Gas Co., 3335 
Madison Ave., Indianapolis, Ind. State 6-0004 





SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 
Lubbock Machine & Supply Ce., ine. 
P. O. Drawer 158? 
Lubbock, Texas 








TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 








FOR SALE 
100+ ICC CYLINDERS 
COMPLETE WITH VALVE AND CAP 
$10.00 each 


F.0.B. CINCINNATI, OHIO 
THE RURAL NATURAL GAS CO. 
P. O. BOX 867, CINCINNATI 1, OHIO 
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FOR SALE—TANKS - CYLS—Cont. 





NOW—IMMEDIATE DELIVERY 


2502 WP Propane Storage 
thru 3380 Gallon 46” diameter 
788C gallon 60” diameter, 9050 thru 
gallon 84” diameter Phone, write, 
blueprints furnished 

Red Downing, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 


Tanks, 1000 
2180 thru 
16,800 
wire, 








PROPANE 
TRUCK TANKS 


Model 100, trim skirted 


1500 WG $1,630.00 Tax Pd. 
1800 W6 $1,843,00 Tax Pd. 


Plus Packaged Plumbing, meter, hose, 
etc. 3 other Models, 1300 to 2300 
WG. Fleet prices on New Truck 
Chassis. 


ABOVEGROUND PROPANE 
115 to 1000 gal 


SYSTEMS 


USED DELIVERY TRUCKS—WE TRADE 


LONG TERM FINANCING 


WHITE RIVER DISTRIBUTORS 


Phone 570 — Batesville, Ark. 











FOR SALE—MISCELLANEOUS 


DECALS MADE FOR TRUCKS, EQUIP 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, IIL 
SPECIALS FROM HOME GAS EQUIP 
MENT COMPANY-— your mplete LP gas 
supplier. COPPER TUBING (50 ft. coils) % 

per coil $6.35 4 x .032 per coil 
$8.3 We pay freight or 0 coi or more 
ALUMINUM PAINT, finest cylinder paint 
available $2.25 per Gal. We pay freight on 
gallons or more TRAILER REGULATOR 
with POL $2.59 DOUBLE REGULATOR 
with tee and pigtails $4.10. Special low price 
while they last, 20 Ib. « nders with Rego 
valve, any quantity $9.50 ea We carry a com 
plete line of LP equipment in all the popula 
makes at lowest prices We ship order same 
received. All prices FOB Cleveland r 
less specified HOME GA EROULPMEN' 
a ae B, 1301 Carnegie Ave., Cleveland 
Ohio 


day 





SERVEL GAS REFRIGERATORS 


BN600A S600A S400A 


Used: guaranteed in good operating. order 
Low delivery cost any 
NOW 


Excellent condition 


where. Send for illustrated folder 


BEACH REFRIGERATOR CO. 
19-11 Northern Bivd Fiushing 58, N. Y 


Phone Flushing 7-616! 








FOR SALE—MISC.—Cont. 


FOR SALE IMMEDIATE DELIVERY 

Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company 
P.O. Box 396, Beloit, Wisconsin 


FOR SALI ROCKWI 


METERS, witl 





SERVEL REFRIGERATORS 
CLEAN—ALL CHECKED OK 

M500A $15.00 
N500A 18.00 
R600A 22.00 
S600A 45.00 
in lots of 12 or more 

FRED A. BROWN COMPANY 
100 E. Allegheny Ave., Philadeiphia 34, Pa 
Est. 1918 


Model 
Model 
Model 
Model 





REgent 9-1130 





FOR SALE 


USED APARTMENT SIZE 
WELBILT GAS RANGES 


20” —all white porcelain in 
wholesale quantities — $12.00 


FOB Brooklyn. 
Send for photos. 


AJAX FURNITURE OUTLET INC. 


9602 Ditmas Ave., 36, N. Y 
H Y -acinth 


Brooklyn 
8.6121 











WANTED—MISCELLANEOUS 


BUY 


PROFESSIONAL SERVICES 





LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 


“There's No Substitute For Experience” 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 
Box 268, Westfield, N. J 








CLIENTS 


hottle « 


PROFESSIONAL SERVICES (Cont'd) 


OFTEN INCREASE PRUFITS 


“e of more by using my cost reducing bulk and 


perating procedures and sales procedures 


Property evaluations and special assignments also 


handled 
selor 


I loyd F 


821 Crofton Ave., 


Campbell, Management Coun 
Webster Grove 19, Mo 


P-GA YSTEMS DFSIGNED RULS 
I NI Domestic It tria Free est 
ht Degreed Desig Hox 4 
rANFE.PROPANE Ne l \ivarad 
Angele 


( ; 
’ tial 





INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











L. P. GAS 
INSURANCE 


Have your agent write us about our Com 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En 
gineering and Claim Servwice. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. ©. Box 1662 Houston, Texas 








WEATHER EZE-SNAP delivery 


I 


sddres 


I 
I 


MISCELLANEOUS SERVICES 


BEAUTIFULLY 


EMBO 


BUSINESS RECORDS 


FORMS. ALL 

invoices, for 

ise when making LP gas metered truck de 

iveries. 1000 sets (3 part) imprinted with name, 

and telephone. $17.50 per 1000 seta 

JEGREE DAY SYSTEMS, WOODSIDE 77 
io ee OU 


JUSINESS RECORD 





The KNOW-HOW 
BOOK for LPG 


* Dealers - Salesmen - Servicemen 


Manual has been a 
is the quick 


The Bottled Gas 
cepted by many companies 
est way to acquaint new sales and ser 
men with typical gas 
This 352 page (24 chapter) 
book brings practical “‘working” 
to your entire staff in non 
guage. Nearly 10,000 


vice bottle 


lens text 
facts 
technical lar 


opies in use 


$4.00 per copy 


We pay postage on orders accompanied by cheek 
ow mony order in California add 4% tor 
sales tax 


Butane-Propane News 
198 S$. Alvarado $t., Los Angeles 
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Install QC stress-relieved Propane Systems 


e**e*e eee 8 8 £4 
®eevreveeveeeeee @ 


— 


KRvery QC £ Propane System, from little to ‘ above gro vy underground installa- 
large, is completely stre relieved...yet price ons, wi ttie fe le than an QC f Pro 
are competitive right down the line. QC f System? All tanks constructed to ASME 
quality costs no more than ordinary propane 4 SR code and inspected by Hartford 
ystems. team Be and Insurance Company. All de 
Huge ovens, capable of holding three tank te a ind working pre ire and 
cars, relieve residual stresses left from form local and state regulations, including 


‘ Underw) ’ Laboratory, 
ance 


ing and welding, assure maximum resi 
to fatigue and stress corrosion. Hot-formed, 
ellip oidal head are haped to allow perfect 
drainage. QC f systems are always bone d1 
Double butt welding under x-ray control give 
trong, flawle eam 

Steel grit blasting remove 

excellent bonding rface 


maintenance cost 


PROPANE SYSTEMS - STORAGE TANKS 
ICC-51 PORTABLE AMMONIA TANKS + SAFETY VALVES 

















Dollars 


Are Hard To Find 


‘Tight Money” is the principal problem ing capital for many bottled gas cor 

facing the liquefied petroleum gas indus Cylinders are immediately availab 

try today long term lease with low annual rental pay 
ments and an option to purchase at the 


The rapid growth of the industry has made 


; ' depreciated value at any time. This permits 
it possible for many companies to expand 


. , immediate expansion at a minimum of It 
faster than their working capital would 


permit. Additional capital to meet the ever vestment with all the advantages of owner 


increasing need for cylinders, tanks, trucks, ship and conservation of current working 
bulk plants and utilization equipment is capital. Our plan is simple—no red tape o1 
not readily available under present tight other charges . . . cylinders, valve 
money conditions. This situation, more prepaid freight charges are include 


than ever before requires careful financial 
lake advantage of this opportunits 
K PI} 
planning 
pand your dealer and retail busine 


Our new long term leasing program for one aggressive competition in the 
hundred pound cylinders has provided a have established. Simply write o1 


favorable solution to the problem of obtain today. We will send you complet 


The Weatherhead Company 


300 East 131st Street « Cleveland 8, Ohio « Telephone: GLenville 1-5200 


























